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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
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Your Money Buys More... 
With a Walled Lake Door! 


Walled Lake volume production secures quality materials at 
quantity prices, cuts manhour costs per door. Walled Lake 
production control standardizes quality at uniform high levels. 
Walled Lake design and construction assures structural strength 
and durability. Panels are rigidly glued to core and frame struc- 
ture! Plywood panels are all-birch (or all-gum), guarding against 
warpage and delamination. Highly water resistant POLYVINYL 
RESIN GLUE is used on all interior doors . . . highly waterproof 
UREA FORMALDEHYDE GLUE on all exterior doors. The result is a 
better door and more of them for less money! 





®. ALL WOOD CONSTRUCTION 


All-wood 7 ply construction safeguards you and your customer 
against inferior performance, dissatisfaction, replacements and re- 
pairs. You can install the Walled Lake door with the wood “ladder” 
core with confidence! 


QUALITY BUILT FOR LASTING BEAUTY AND SATISFACTION 
. YET PRICED SUBSTANTIALLY BELOW DOORS OF SIMILAR QUALITY 
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WASHINGTON REPORT 





: Building controls, as you know, have been re- 

laxed. The National Production Authority has 
lifted the road block on the use of controlled 
materials in building recreational and amuse- 
ment facilities, beginning July 1; and it has 
set new amounts of steel and aluminum that 
builders may use in homes and certain other 
projects, during the third and fourth quarters 
of this year. These changes have been big 
enough so that the Wall Street Journal says 
they “will restore the construction industry to 
a near-normal basis for the first time in twenty 
months.” 


At a special meeting of the Construction Mobili- 
zation Committee Henry H. Fowler, NPA Ad- 
ministrator, gave out his startling statement. 
This Mobilization Committee is an organization 
of the U. S. Chamber of Commerce; and promi- 
nent builders from most areas of the country 
were present. Well, the NPA Chief really riz 
’em up when he made a square turn in what 
started out to be an explanatory report about 
his agency’s record of policy making and ad- 
ministrative detail and then let go the an- 
nouncement about the relaxed controls. Except 
for the Federal officials and no doubt a few 
Chamber of Commerce people, no one at the 
luncheon knew what was coming. These 
changes, it seems, have been in the works for 
some time; probably would have been issued 
earlier except for uncertainties caused by the 
steel rhubarb. 








yr! Light construction, of course, is especially inter- 

ested in the new rules about materials to be 
used in house building; although quite a num- 
ber of dealers and builders have important 
tentative orders and contracts for the erection 
of entertainment and recreational buildings, 
all of which have been waiting for the removal 
of the ban. 





Beginning July 1, the NPA will permit self- 
authorization of controlled materials in the 
recreation construction field up to the follow- 
ing quantities per quarter: Five tons of carbon 
steel, including not more than two tons of 
structural shapes; 200 pounds of copper; and 
250 pounds of aluminum. This would allow 
for example, the building of small bowling 
alleys, maybe drive-in theatres and the like. 

rger places would be possible if the builder 
could arrange to stretch his use of the mater- 
lals over more than one quarter. 





During the last half of this year, a builder may 
Self-authorize, for residence building, 1,500 
pounds of new domestic structural steel shapes 
per quarter, in addition to one ton of non- 
structural steel allowed under present rules. 
The builder may use 250 pounds of aluminum 
per quarter. Structural steel and aluminum 
Provide the new look in the revised house- 
building rules. 
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In the fourth quarter the agency plans to allow, 


for commercial structures, 25 tons of carbon 
steel with no restrictions on the amount of 
structural steel in the allotment. If the builder 
wants to take all his 25 tons in structural steel, 
he may do so. He will be allowed 750 pounds 
of copper and 1,000 pounds of aluminum per 
quarter. 


When Regulation W got sent to the showers, a lot 


of speculation was let loose that Regulation X 
would follow along, just about immediately. In 
fact some stores got printed that X was al- 
ready out. But not so. However, Administrator 
Foley, of HHFA, told the National Savings & 
Loan League that the Regulation might get 
loosened up a little more. Some changes hap- 
pened to it last fall; and at present, so Mr. 
Foley says, the HHFA and the Federal Reserve 
are considering whether more changes are ad- 
visable. The Administrator told the League 
there wasn’t a chance of dropping the Regula- 
tion completely. 


Much complaint by real estate men and builders 


about the tough requirements of this X affair, 
especially in regard to houses costing more 
than $15,000. Except for copper, and of course 
the chance that the steel business may break 
loose again, the outlook for enough building 
material is pretty good; in fact the best in sev- 
eral years. Furthermore, the reports come in 
that big lending outfits are once more accumu- 
lating funds that they want to invest. When 
the Federal Reserve stopped supporting gov- 
ernment bonds at par, a little more than a 
year ago, a good many lending agencies were 
caught with advance loan commitments that 
were hard to meet. They didn’t want to sell 
governments at a capital loss, just to loan these 
diminished funds elsewhere. Naturally for a 
time the money market became plenty tight. 
But the cash problem has changed a bit; cen- 
tering now on something of a hunt for places 
to loan surplus money. 


Building materials, building labor, and building 


funds are now available; not always in lavish 
amounts in all parts of the country, but they 
are available. However, it’s proving a little 
hard to sell houses in some areas; and this is 
frequently charged to Regulation X and its 
playmates. There’s even talk of unemployment 
here and there in the building trades, due to 
this' slowing of the markets; hence the pres- 
sure to revise the credit rules. Mortgage bank- 
ers are reported of the opinion that the Federal 
Reserve will reduce down payments on stores, 
warehouses and other commercial buildings 
from the current fifty percent to thirty-three 
and a third. And making due allowance for 
the sliding scale of down payments in the house 
field, the bankers think the reduction here will 
be of a similar percentage. 
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Strand’s new 9’ x 7’ Receding (track- 
type) door meets the big need for a 
handsome, durable, low-priced door for 
wider garage openings—to accommo- 
date today’s wider cars! So—it isn’t sur- 


beauty to the garage. Rugged new X-type 
steel tha adds to the great strength 
and rigidity of the one-piece all-steel 
door leaf. Strand doors are galvannealed 


rust protection—oxidized to provide an 
excellent base for paint; no priming coat 
needed. 


The one-piece door leaf eliminates 


9’ x 7’ Receding (track) and Canopy 
16’ x 7’ Receding (track) only. 
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time wasted in field assembly of doors. § mat 

prising that this door has met immediate, Hardware, too, is factory assembled and § paq 
New cars as wide as 6’8", moke it national acceptance. Builders have been packaged—and installed with simple § j) y, 
tight squeeze getting into. quick to see how they can give their tools. You save plenty of time on for. 
en customers tremendously greater value. installation. tion 
The cost of this larger 9-foot door Strand doors cost you less—the logical } 4 ho 

(over a door only 8 feet wide) is negli- result of standardizing big volume pro & the 

gible—factory list price is only $5.50 ° duction. Strand doors are available in by | 

more. the following types and sizes: rep 

Strand’s horizontal lines add new 8’ x 7’ Receding (track) and Canopy §f jn g 





Order from your jobber, or mail coupon 
Strand’s new 9-foot-wide Garage Door y ) > po mak 


yes owners money on fonder wrel —with a heavy galvanized zinc coat for for information and jobber’s name. inst 
” for years and years to come int 


STRAND GARAGE DOOR DIVISION 
Detroit Steel Products Company 
Dept. AL-6, 2244 E. Grand Blvd., 
Detroit 11, Michigan 
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NEWS BRIEFS 





Shoddy Housing. The House’s Rains sub-committee investi- 
gating jerry-built VA and FHA housing continues to discover 
that just a few unscrupulous builders are bringing discredit on the 


ire i try. 
entire industry Liat 


Case Histories. In Oklahoma City the Rains group found 
that the VA relied entirely on fee appraisers who had approved 
a housing project without an overall drainage plan. Homes were 
being flooded. Developer Floyd Payne, former grocer, had never 
heard of the need for drains and he was quite surprised that 
engineers estimated it would cost $418,000 to install the required 
project sewers. In Texas it was builder Hulen H. Hunt who 
erected homes with cracked floor and baseboards that separated 
from the wall. Owners of these homes reported that their founda- 
tions went down only 3 inches. 


* e & 


Warranty Laws. The Rains Committee has increased interest 
in various plans to guarantee the quality of new homes. The 
Rankin Bill HR 7642, for example, would give veterans of the 
Korean war the same benefits other veterans have been receiving 
plus a warranty assuring the buyer that the dwelling is “con- 
structed in conformity with the plans and specifications.” The 
warranty, good for one year, might establish a precedent for 


FHA insured loans. 
* & € 


NAHB Policy. The National Association of Home Builders 
has opposed government administered warranty as impractical 
for many years. Several NAHB chapters, however, have led the 
way with a self-policing policy. In April the association announced 
that their members would give a year’s guarantee for septic tanks, 
heating, roofs and basements. Later they voted to study a certifi- 
cation plan on the entire home. When the group meets again late 
in May they are expected to adopt a service policy program that 
will be compulsory for all its members. Contractors will be 
dropped from the association if they fail to go along on this plan. 


Lumber Dealer Benefit. It goes without saying that building 
material has often been unjustly blamed for much of America’s 
bad housing. The cry “the lumber is no good” has been growing 
in volume and seriousness to-our industry. It was a vital subject 
for discussion, for example, at the recent Northeastern Conven- 
tion at New York City. Housing on Long Island was held up as 
a horrible example. Both Norm Mason and Russell Fish defended 
the quality of materials today but the press was only impressed 
by the dreary list of leaking basement, cracked ceilings, etc., 
reported. Every building material dealer has a very real stake 
In success for the NAHB’s new customer service program. 


Consumer Market Again. New hang-it-yourself wallpaper is 
making its debut. Cut -in 14-inch squares and packaged in a box 
instead of on a roller, the paper is said to appeal to “home-hanging 
customers” because it is easier to handle. Also new squares are 
easy to match, when the paper shows signs of wear on the wall. 


* s+ * 


Aluminum Decontrol. Manufacturers of prime aluminum are 
recommending that the government free aluminum from all con- 
trols in the fourth quarter. Production is now tremendous. Rey- 
nolds Metals, for example, last month opened their new plant 
near Corpus Christi, Texas. This one plant alone will produce 
160 million pounds of aluminum yearly. Incidentally the plant 
Will use Bauxite from Jamaica, where Reynolds advanced labor 


Policy has created excellent goodwill for American industrial 
expansion. 
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Truman Raises Start 
Goal to Million 


The federal government’s 
earlier estimates of 800,000 to 
850,000 as the “attainable ceil- 
ing” of new home starts in 1952 
was dumped officially this week 
by a White House statement 
which said home builders prob- 
ably would be able to put up 
one million new housing units 
in calendar 1952. 

The statement occurred in a 
message read to the ninth an- 
nual convention meeting of the 
National Savings and Loan 
League here. It was read by 
Acting Mobilization Director 
John R. Steelman for President 
Truman. 


According to the Truman 
statement, the limits on money 
and materials will permit con- 
struction of one million new 
non-farm housing units and, 
“as time goes on, we should be 
able again to push on with 
home construction at an even 
higher rate.” 

This was the first time that 
an official White House mes- 
sage had carried the new figure 
for calendar 1952, although 
Raymond M. Foley, Housing & 
Home Finance Agency adminis- 
trator, has been hinting for 
weeks that the 850,000 ceiling 
would be pierced. 


The President appealed to 
the lenders to aid in keeping 
the price of “decent housing” 
down to levels that the aver- 
age family can afford. Achieve- 
ment will require all the inge- 
nuity and inventiveness of 
every part of the home building 
industry, he added. 


Bankers Say Easing 


X Won't Help Building 


Relaxation or even ending of 
Regulation X would have rela- 
tively little effect on building 
activity in non-defense areas of 
the country. This was the opin- 
ion of bankers gathered in Bos- 
ton for the annual conference 
of the National Association of 
Mutual Savings Banks. 


“The supply of houses is 
pretty close to demand through- 
out Ohio, where we make mort- 











gage loans, and only moderate 
stimulation of building would 
come from modification of 
Regulation X,” said Irving W. 
Distel, vice president of the So- 
ciety for Savings in Cleveland. 
“With $250 million of assets we 
have $85 million invested in 
mortgages and we’d like to 
make more of these loans,” he 
added, “but I don’t think re- 
laxing the regulation would 
bring an important change.” 
Such easing wouldn’t stir up 
much more commercial build- 
ing either, he thought. “Re- 
cently we counted 356 vacant 


stores along the main streets 
of Cleveland, without consider- 
ing the side streets,” he said. 

Evansville, Ind., is “pretty 
well built up” and relaxation of 
the credit regulation would 
stimulate building there to only 
limited extent, reported Mike 
Schaeffer, president of Peoples 
Savings Bank there. 

There’s a new subdivision in 
this city of 50 small houses in 
about the $10,000 class where 
regulations have already been 
eased, but only three of them 
have been sold since they were 
finished in early spring, he said. 








and watch your profits grow! 


You'll be amazed at how fast your profits soar 
if you AIM TO SELL A ROOM... instead of 
separate pieces. 

Plywood, Mouldings, Lumber, Doors, Tropic- 
wall Paneling, and Apitong Flooring — all of 


Products which 
may be used in 
complete room of 
PHILIPPINE 
MAHOGANY 


Plywood 

Mouldings 

Lumber 

Doors 

Tropicwall 
Paneling 

Apitong Flooring 






MAHOGANY. 





AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue, Chicago 22, Illinois 
Please send special literature on complete ROOMS of PHILIPPINE 


FIRM NAME ..... 
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$ Philippine Mahogany make one complete 
¢ luxurious room interior, And there is a choice 
$ of several species: White Lauan, Red Tan- 
e guile, Almon. 

* Philippine Mahogany is a low cost economical 
® Hardwood Plywood that has the luxury look. 
¢ Upkeep is also economical because once a 
¢ room is paneled in Philippine Mahogany, it 
$ needs no re-painting, no re-papering, no ex- 
@ pensive remodeling. It will last a lifetime. 

@ 


Sell Rooms of Philippine Mahog- 
any and watch your profits grow. 
Mail coupon today. - 





prices are being marked do 
he added. One home was gojj 
for $22,500 against an origing| 
asking price of $28,000, he com. 
mented. 


Relaxation might stimulat 
some building in Minneapolis 
but housing is pretty well takey 
care of there, said John J, 
Laittre, vice president of Farm. 
ers and Mechanics Savings 
Bank. Demand for house 
would pick up, he thought, py 
there is no large unsatisfied de. 
mand for homes in Minneapolis, 

Interest rates rather thay 
Regulation X are the contro. 
ling factor in building around 
Hartford, Conn., declared C, j,3 
Lyon, president of the Society 
for Savings of that city. The 
regulation has had negligible 
effect in the area, he said, 
Building has been active he 
cause of booming defense busi- 
ness and rapid growth in popu. 
lation. 


On larger homes in Evansyill, 






Teen-Agers Win 
NLMA Awards 


Joseph DeFour, 19-year-old 
businessman who is President 
of the Handy-Dandy Table 
Company of Detroit, Michigan, 
received the National Lumber 
Manufacturers Association an- 
nual national Junior Achieve 
ment award for wood product 
manufacture and marketing in 
behalf of his teen-age partners. 


C. Arthur Bruce, former 
NLMA President and Executive 
Vice President of the E. L 
Bruce Company, Memphis 
Tennessee, presented the awarl & 
to DeFour at a luncheon givel 
during NLMA’s 50th Anniver 
sary Meeting celebration in dh 
Louis, Missouri. Bruce, in 
half of the National Lumber 
Manufacturer’s Association, 
praised the achievement of the 
company and commended the 
work of the organizations which 
make it possible for our futur 
businessmen to learn and 4> 
ply early the American system 
of free enterprise. 

The over-all program } 
sponsored by Junion Achieve 
ment, Inc., a national orgall 
zation which promotes busines 
education among young people 
by helping them organize anf 5 











operate miniature enterprisé 
under the guidance of 
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highest quality 
floorings 


Block » Strip * Ranch Plank * Random Plank 
Prefinished and Unfinished 


=!How Bruce helps you make more money 
7 Selling hardwood flooring 








]. A complete line of 


Big i 





2. Colorful booklets, 
leaflets, and display 
material 


Show your prospects the beauty of Bruce Floors with 
these sales helps printed in full color 













Ligan, 3. National advertising fo. 
. i create interest 
; and demand 


Plus consistent 
advertising in 
architect and 
builder magazines 





4. Local newspaper advertising 
mats for your use 





Let everyone know you handle Bruce Flooring... 
and watch your sales increase 










. a 
m is : 
hive Sell the flooring that: Mail coupon for 
gall . advertising and sales kit 
= outsells all others = © = £.1. Bruce Co. Memphis, Tenn, 
a ; Send us samples of booklets, leaflets, advertising 
ori 4 d i . mats and display material. 
|bruce Hardwood Floors : 
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wm VAN-PACKER 


PACKAGED MASONRY 


CHIMNEY 


| no waste with Van-Packer Packaged Masonry Chimney. 
Nothing can deteriorate—there’s nothing else to buy. Costly man 
hours, space, breakage and trucking involved in handling brick 
chimney supplies are all avoided. Builders prefer this completely 
packaged chimney. Installation time is cut to a fraction ... just 
; three hours work or less by one man and the chimney is 
complete. Underwriters’ Laboratories tested and approved 
Van-Packer All-Fuel Chimney is fire-safe with a chimney wall of 
insulating vermiculite concrete and fire-clay tile liner. The 
insulating value of the Van-Packer wall is equal to 24” of 
brick or 70” of ordinary concrete. F. H. A. accepted! 





KER 
cece oh& Ch, eevecesccecce 
XY “ad ol ty RS" ial 
Ps é \4 Nationally distributed through reliable build- 
as ing material jobbers and dealers. Van-Packer 





is available for immediate delivery. Many 
jobber territories still open. Write for free 
literature and details. 


‘Van-Packeh 
CORPORATION 


Dept. 1306, 209 S. LaSalle St., Chicago 4, Ill. 


Also Manufactured and Distributed in Canada by 
C. A. McRobert and Son, Ltd., St. Laurent, Quebec 















businessmén. Each junior g 
has its own adult advisors fro 
a prominent business conegp 
in the community; the Handy. 


Dandy Table Company is spo, 


sored by the Woodall Indy 
tries, Inc., of Detroit. 


Predicts Improvement 
In Mortgage Funds 
A Veterans Administratip, 


loan official has predicted that 
in the coming months there wil 


be a steady improvement in th § 


availability of mortgage fund, 
including funds seeking outlets 
in GI four percent loans. 

T. B. King, director of the 


VA’s loan guarantee division) 
stated that the money lendex 


would loosen their purse string 
once they clearly saw that the 
GI loan was, in actuality, a bet. 
ter bargain than the other gw. 
called gilt-edged securities. 

Speaking before a meeting of 
Oregon mortgage bankers in Se. 
attle, King repeated his belief 
that a higher interest rate in Gl 
loans is not justified at this time. 
“We have been unshaken in our 
conviction that the four percent 
rate was adequate, even during 
the period of relative GI mort- 
gage stringency which has ex- 
isted in many parts of the coun- 
try for many months.” 

He argued that the net yield 
on a GI four percent loan was 
approximately 3.2 percent or 
higher, while on bonds of equiva- 
lent nature and risk the yield 
was only 2.39 percent. 

The VA loan director pointe 
out that the advantages of the 
‘GI loan have been greatly im- 
proved over the past severl 
years. 


More Past-Due 
Accounts Reported 


Bill paying is even less pop 
ular than usual among bus: 
nessmen these days. 

That’s the word from mé 
who should know—the met 
bers of the National Associ 
tion of Credit Men, who % 
cently wound up their annual 
convention in Houston. Tht 
organization’s members, mostly 
credit executives for manufat 
turers and wholesalers, plus? 
scattering of bankers, % 
they’re having to work hardet 
and wait a little longer i 
their money than a few mon 
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CHICAGO 
ACME STEEL PRODUCTS COMPANY 


ACME STEEL COMPANY 


2808 ARCHER AVE., CHICAGO 8, ILL. 





Strapping lumber into large packages 
for modern mechanized handling can 
save up to 70% cn labor alone. Here 
you see one man moving 40 bundles of 
lath strapped together into one unit. 
Steel strapping also makes for quicker 
tallying, less damage and pilfering, 
less danger of injury to your employees, 
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AIR-KING 


MANUFACTURING CORP. 
Tigard, Oregon 


For Fast Shipment 
SPECIFIED LENGTHS 


in Douglas Fir 





High-speed machines for top qual- | 
ity manufacture and we ship to 
your order — specified lengths, 
specified widths in dimension and 
small timbers, standard green 
Douglas Fir. 





Absolute Dependability 


We can help you keep your high 
inventory costs down with our fast 
shipment of exact count if neces- 
sary. No “cats and dogs” but 
quick turnover. 


Let Us Demonstrate 








SPECIFIED LENGTHS 
Grade Stamped 


ago. They admit they’re get- 
ting a little tougher too. 

A credit man for a big Pacific 
Northwest lumber producer re- 
ports 2% more accounts past 
due on May 1 than a month 
earlier. 


A delegate who works for a 
big Midwestern paint maker 
says that 10% fewer of his 
dealer accounts are taking ad- 
vantage of a 2% discount for 
payment without ten days, as 
compared with six months ago. 


“We have 25% more past due 
accounts now than we had a 
year ago,” states the credit 
manager of an Indianapolis tire 
wholesaler. He adds: “Few of 
our customers are taking cash 
discounts any more.” 


Most of the credit men say 
there’s no cause for alarm yet. 
But they emphasize it’s a trend 
they’re watching closely. Gen- 
erally they blame slower pay- 
ments on heavy income tax pay- 
ments which businessmen have 
been meeting, plus the impact 
on cash positions of having big 
sums tied up in still high in- 
ventories. 


In the Market Centers 


TACOMA —Despite the 
troubled labor situation, the 
outlook for the lumber industry 











in this area on the whole ; 
good. Orders continue to majp 
tain excellent volume, inquirig 
likewise are keeping pace ay 
production is holding yp ; 
spite of labor difficulties, |) 
cally, the boom men’s strike j 
proving a disturbing factor , 
far as log handling ig cm 
cerned. However settlement (i 
other strikes on a local bag; 
generally is believed to be » 
encouraging factor. 
Settlement of the Intem 
tional Woodworkers of Amery; 
strike against the Simpsm 
Logging Company in the She. 
ton area, sending some twely 
hundred men back to work, j 
one of the most importa 
agreements reached during ty 
week. Other negotiations a 
reported to be in _ progrey 
Were it not for the labor sity. 
tion, the general outlook pro 
ably would be the best it hy 
been in several months. 
Both rail and water bom 
shipments are moving in goo 
volume, particularly insofar « 
the domestic market is co 
cerned. Good weather is hel 
ing logging camp _ operator 
build up supplies against tly 
heavy inroads that were mati 
during the past winter. 
Approximately 35 million 
board feet of fire-damaged tir. 
ber in the Olympic nation 
forest has been sold to tw 











Lumberman Appreciates Red Cross 


Though suffering thousands of dollars in damage to lumber and building malt 
rials at his yard, which was inundated by two to eight feet of Missise 
River water recently, Julius L. Villaume, president of Vallaume Box & Lup 
Company, St. Paul, Minn., presents a substantial check to Mayor Edward 
Delaney for the Red Cross disaster relief fund. He is shown here with mé 

of the mayor’s special flood relief committee of which he is a membet. 
presentation was made at a special meeting called by Mayor Delaney. 
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Like its EASY-IN, EASY-OUT removable sash, 
the new MALT-A-MATIC is simple to install, 
easy to paint. It saves construction time! Just, 


No mote window washing from the outside with 
the MALT-A-MATIC. The easily removed sash 
strikes a really high note. It’s a woman-wanted 


level the sill, plumb the jamb, and nail the frame convenience that helps sell any house. 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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right in. 


; MALT-A-MATIC 


| | today’s most wanted window unit 


ra The new, MALT-A-MATIC window units with removable sash 


_ are precision milled, toxic treated, economically priced. Their 
Pdi quality, adaptability and Easy-In, Easy-Out features combine 

to make them outstanding . . . not only in window design but 
also in the finished house . . . at selling time. 


The MALT-A-MATIC is currently available east of the 
Mississippi. For details, see your nearest Malta Jobber or write 
for complete information. 


coor THE MALTA 
Window Unit with ; 
pom MANUFACTURING CO 


and screen sash. _ MALTA, OHIO 





MEMBER: Ponderosa Pine Woodwork Assn. and the N.W.M.A. . 
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Port Angeles firms, federal for- 
estry officials announced. The 
Peninsula Plywood Corporation 
bid $443,880, the minimum ad- 
vertised price, for 31,300,000 
feet of mixed timber which in- 
cluded about 8,300 feet of 
Douglas fir. The Fox Logging 
Company purchased 3,500,000 
board feet of timber, about 1,- 
300,000 feet of it Douglas fir, 
for the advertised price of 
$14,410. No competitive bid- 
ding figured in either sale. 


SEATTLE — The market is 
holding and some items have 
even advanced due to three fac- 
tors affecting trade. These are 


the rail freight increase, the . 


C.1.0. strike and the scheduled 
strike in British Columbia set 
for June 14th. Coming close 
together the three develop- 
ments are offsetting what 
would otherwise be a poor vol- 
ume of sales. 


Paradoxically local demand 
for lumber products is good. 
Portland and Seattle continue 
building almost at the rate of 
last year and King County, 
in which Seattle is situated, in 
April showed the largest single 
month’s building activity ever 
reflected in county building per- 
mits. The yearly comparison 
also favors 1952. 

Green fir dimension in speci- 
fied lengths is up $3 to $5 and 
dry hemlock boards are $2 to 
$4 stronger. Shingles are prac- 
tically unchanged with little 
demand. Cedar siding is un- 
changed and pine prices are 
holding steady. Spruce boards 
and dimension are $2 to $5 
stronger. 


Prices for transit has slipped 
off a little. Sales depend on the 
mixture. Good assortments are 
snapped up. 


Inventory of logs as of May 
1st reveals good supplies in all 
departments. Plywood and 
pulp mills have good stocks of 
logs. Log prices are unchanged 
and bring ceiling prices except 
for cedar. 


Puget Sound on May Ist re- 
ported 394 million feet of logs 
or 9 million more than on April 
Ist. A year ago the figures 
stood at 331 million. Columbia 
river reported 417 million which 
is up 37 million for the month. 
A year ago the total was 259 
million. Grays Harbor with 91 
million was up 5 million com- 
pared to 63 million a year ago. 
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KANSAS CIT Y—Strength 
in the yellow pine market and 
a very draggy market for gum 
and an indifferent market for 
oak and flooring characterized 
the Southwestern lumber ac- 
tivity in the last two weeks. 
Price lists generally were about 
unchanged from the recent ad- 
vances in common yellow pine 
and oak that went to flooring 
plants. 

On some grades of lumber, 
mills were reported to be ab- 
sorbing the higher railroad 
freight costs that went into 
effect early this month, as re- 
tailers generally would not pay 
the higher price. 

The industrial market, espe- 
cially the box, furniture and 
railroads was very quiet and in 
the case of gum there was vir- 
tually no interest displayed. 

The rainy season has set in 
and some parts of the district 
found mills unable to work the 
forests because of the muddy 
conditions. Mills do not have 
too much inventory on hand, 
especially of the kiln-dried kind 
and a lot of green lumber pre- 
viously cut is not ready for 
shipment. With no oversupply 
of production mills do not care 
to make price concessions to 
buyers and offering lists gen- 
erally show marked firmness on 
most grades of lumber going 
into residential work. 

Retail inventories of 171 line 
yards in the Tenth Federal Re- 
serve district at the start of 
May were 16 per cent smaller 
than a year ago and some re- 





placement business already i 
taking place. Residential ¢gp. 
struction for the first quarte 
of 1952 was up 11 per cent ove 
a year ago, and there seems ty 
be considerable building 4. 
tivity in the area this spring, 

The Federal Reserve bank; 
quarterly report on 


area it serves was down 5 


cent from a year ago, while». | 


tail sales were down 27 pe 


cent. Considering the fact that 


lumber sales were abnormally 
large in the 1951 period, the 


showing this year was not ty 


poor. 


Lumber-National 


Lumber shipments of 4% 
mills reporting to the National 
Lumber Trade Barometer wer 
2.0 percent below production 
for the week ending May 10, 
1952. In the same week new 
orders of these mills were 74 
percent above production. Un 
filled orders of the reporting 
mills amounted to 44 percent 
of stocks. For the reporting 
softwood mills, unfilled orders 
were equivalent to 23 days 
production at the current rate, 
and gross stocks were equiva- 
lent to 49 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 7.8 percent above 
production; orders were 68 
percent above production. 
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lumber 
sales showed that wholesa) 
volume for the three month 
ended March 381 in the 7-stat| 
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}oN JOB AFTER JOB...YEAR AFTER YEAR... 














“A GOOD START FOR A BETTER FINISH™ 
describes the plasterer’s attitude toward 
Wheeling Metal Lath. That’s why, for 
more than 60 years, wise lathing contrac- 
tors have specified Wheeling Lath and 
Accessories. That’s why you'll be wise 
too, in stocking not only Wheeling Lath, 
but the entire Wheeling line of building 
materials. 





Wheeling Metal Lath, with all accesso- 
ries, is available in Diamond pattern, as 
in the installations seen at left. Also 
Arch lath, Flat Rib lath, Rib lath, Hump 
Furring lath and Bar-X lath. 


The Wheeling line of building mate- 
rials includes: Steel-crete Reinforcing 
Mesh, Expanded Metal, Tri-Rib Steel 
Roof Deck, ExM Angle Partitions and 
ExM Vault Reinforcing to meet #10 
Insurance Classification. 






























WHEELING CORRUGATING COMPANY \ Lay a) 
WHEELING, WEST VIRGINIA e BUILDING MATERIALS DIVISION Whee li Q YM 


Atlanta - Boston - Buffalo - Chicago - Columbus - Detroit - Kansas City 






Louisville + Minneapolis » New Orleans - NewYork - Philadelphia - Richmond - St. Louis 
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Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 33.8 percent above; ship- 
ments were 33.1 percent above; 
orders were 45.6 percent above. 
Compared to the correspond- 
ing week in 1951, production of 
reporting mills was 25.0 per- 
cent below; shipments were 
27.4 percent below; new orders 
were 16.9 percent below. 


Douglas Fir Report 


Douglas fir sawmill men are 
witnessing an interesting neck- 
and-neck race as orders for 


their lumber keep pace with 
shipments from their mills. In 
the first four months of 1952, 
orders and shipments totaled 
3,514 billion board feet each. 

Production of 3,494 billion 
feet, said Harris E. Smith, sec- 
retary, West Coast Lumber- 
men’s Association, is 68 million 
feet below output for the same 
period in 1951. Orders and ship- 
ments for 1952 also are below 
1951 figures. 

Smith said the effects of the 
closure of some camps and 
mills by the general strike is 
not reflected in production fig- 
ures just released. 















fre FL O AY Helps you 


an _ sell this easier- 


brushing 





Give your customer, the painting contractor, the PLUS 
values of easier brushing and better flowing and 
leveling for all his outside painting. These properties 
“built into” Spencer Kellogg's Improved Boiled Lin- 
seed Oil by the top technicians in the linseed oil 
industry, simplify every job of mixing paint, reducing 
paste paints or thinning prepared paints. 


“Improved Boiled” is specially processed by ther- 
mal treatment to give 


® Controlled penetration and better 
sealing on new wood. 


® Correct, solid drying with a chem- 
ically precise drier scientifically 
incorporated during the process. 

With these PLUS benefits at work for you, just watch 
your linseed oil sales climb. You control your inven- 
tory and prevent waste and loss, too, when you handle 
Spencer Kellogg's Improved Boiled in refinery-sealed 
packages: 5 gallon, | gallan, 1 quart and 1 pint sizes. 


SPENCER KELLOGG and SONS, Inc. 


The First Name in Vegetable Oils 


A & d il 
0] Linseed Oi 
+ 
for all Outside 
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The weekly average of Weg 
Coast Lumber production jy 
April was 212,273,000 b.f. » 
113.4% of the 1947-1951 ayer. 
age. Orders averaged 205,849. 
000 b.f.; Shipments 218,646,099 
b.f.; Weekly averages fo 
March were: Production 210, 
931,000 b.f. (112.7% of the 
1947-1951 average); Orders 
200,078,000 b.f ; Shipments 209. 
621,000 b.f. 


Four months of 1952 cumy. 
lative production 3,494,744, 
b.f.; four months of 1951, 3. 
562,361,000 b.f.; four months of 
1950, 2,894,335,000 b.f. 


Orders for four months of 
1952 breakdown as _ follows: 
Rail & Truck 2,414,690,000 b.f.; 
Domestic Cargo 709,656,000 
b.f.; Export 219,498,000 b.f.; 
Local 170,745,000 b.f. 


The industry’s unfilled order 
file stood at 904,290,000 b.f. at 
the end of April, gross stocks 
at 940,238,000 b.f. 


Southern Pine 


The production of Southern 
Pine by the 100 mills reporting 
to the Southern Pine Associa- 
tion for the week ending May 
10, 1952, amounted to 18,066, 
000 feet or 4.85 percent above 
the three year average. Orders 
for the week ran to 17,471,000 
feet, 1.39 percent above the 
three year average. Shipments 
for the week were 15,778,000 
feet, 12.66 percent below pro- 
duction. Unfilled orders totalled 
41,670,000 feet. 


Western Pine 


Production of Western Pine 
and Associated Woods by the 
111 mills reporting to the 
Western Pine Association for 
the week ending May 10, 1952, 
totalled 51,028,000 feet. This 
compares to 65,140,000 feet for 
the same period a year ago. 
Shipments for the week ran to 
57,819,000 feet, 13.3 percent 
above production. For the 
same week last year shipments 
were 70,247,000 feet. Orders 
for the week were 65,380,000 
feet as compared to 68,916,000 
feet a year ago. Unfilled orders 
were 250,108,000 feet at the 
week’s end as compared to 248,- 
442,000 feet in 1951. Gross 
stocks amounted to 713,857,000 
feet. 
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Door of Dimension 





















































































re A welcome relief from 
bf. flat monotony... 
d delighting the eye with 
er ‘ 
. at balanced lines, clean 
eks hi-lites, deep soft shadows. 
Here is the door of 
depth . . the third 
dimension, to inspire the 
e ; 
“a Architect, to brighten the 
- Dealer’s line, to help the 
a ’ 
6 Builder close the sale. - 
“ Write today for full 4 
100 details on Morgan _ 
~ Tri-Panel, the Door of ‘e 
00 Dimension . . . of today | 
‘0- uf 
ed ... of tomorrow. | 
1e 
1e 
1€ 
yr 
2, 
6 M-117 EXTERIOR DOOR | M-1073 INTERIOR DOOR 
r Thickness: 134”, with Shown at left. Thickness 
), | 1” Levene’ panels, 14”, with 3%” hip- 
0 true ovolo sticking, raised panels. Both doors 
t smoothly sanded jena in Standard Sizes. 
e ? 
5 gt Tri-Panel relieves the wall-like flatness and makes the 
entrance to a room or a house the focal point, with a changing 
) picture of correctly proportioned, sharply defined panels, ever changing with 
the source of light and the viewer's angle. Tri-Panel is the ‘‘Picture Door.” 
reat |«=©M ORGAN COMPANY @ Oshkosh, Wisconsin 
blends with every 
architectural trend A great name in woodwork for 97 years @ Doors ¢ Entrances @ Stairwork MORGAN 








Mantels ¢ Corner Cases © Kitchen Cabinets ¢ Morganwalls « Sash © Trim Aen: 
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The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 
Vertical Grain Flooring 
B&Btr. Cc D 
BMG ccscoccances 155.00 150.00 105.00 
Flat Grain Flooring 
Me castekacrees 130.00 125.00 93.00 
ME deleescens dod 155.00 150.00 105.00 
Drop Siding 
1x6 (Pat. #106).150.00 145.00 110.00 
1x6 (Pat. #116).155.00 145.00 105.00 
Ceiling 
Tn cee cndee aa 125.00 123.00 80.00 
BMG ccccvocces 115-125 120.00 80.00 
Boards and Shiplap and 2” (Green) 
1x6 1x8 1x10 1x12 
me Esewsee 69.00 72.00 70.00 77.00 
i wed o6'4 64.00 63.00 62.00 70.00 
eS veease 54.00 57.00 54.00 62.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 84.00 84.00 57.00 84.00 84.00 
2x 6 83.00 83.00 84.00 88.00 88.00 
2x 8 83.00 83.00 83.00 84.00 84.00 
2x10 83.00 83.00 83.00 84.00 84.00 
2x12 83.00 838.00 83.00 85.00 85.00 
No. 2 Dimension 
2x 4 177.00 77.00 80.00 79.00 79.00 
2x 6 78.00 75.00 79.00 77.00 81.00 
2x 8 78.00 78.00 78.00 78.00 77.00 
2x10 78.00 78.00 78.00 78.00 78.00 
2x12 78.00 78.00 78.00 78.00 78.00 
No. 3 Dimension R/L Only 
Cs eed an ered beaks 0 os eait 63.00 
ES a eee 61.00 
Ee eee 59.00 
FE ee a er 54.00 
DN Rkidod Ma we eke WS baw nee ce oes 52.00 


(Add 10-15 for dry lumber) 





RED CEDAR SHINGLES 


Royals 
No. 1 24” 4/2 12.35 
No. 2 24” 4/2 8.35 
No. 3 24” 4/2 5.50 
Perfections 
No. 1 18” 5/2% 9.35 
No. 2 18” 5/2% 5.35 
No. 3 18” 5/2% 3.75 
XXXxXX 
No. 1 16” 5/2 8.00- 8. 20 
No. 2 16” 5/2 5.20 
No. 3 16” 5/2 3. 50 





WESTERN RED CEDAR 


Prices for red ootes siding ee mixed 
cars, new bundling, 6’ to 18’ ar 


Beveled Siding, % Inch 
Clear ot a¢e omer 


TeRG TMER ccccce 75.00 70.00 50.00 
EMO PUM ccccce 85.00 80.00 70.00 
SE ee 95.00 95.00 75.00 
%x8 inch ...... 120.00 115.00 90.00 
Clear Bungalow Siding, % Inch 
n ear r 155.00 150.00 130.00 
a 180.00 175.00 140.00 
oe” ee 190.00 185.00 150.00 
Finish, B and Utr. S2 or 458, 
6’ to 16’ or rough 
PM CeeChSwEEP LOCC 400% Cec ev ade 220.00 
ISS diy isbin ithe «ki We GOS bah 6 094-0 220.00 
EE sig hw tid way tae Biko: b wiacked ware & 270.00 
Ceiling or flovring, B and Ber. 9-16’ 
Rep. Cc 
1x8 soenteo™ -105.00 100.00 90.00 
an” Sehed é< -120.00 115.00 95.00 
Dieccunt on "mouldings, 6-20’ odd 
lengths. 
Series 8, 


000— 
—- under 4.00—list plus 35 per 
cent. 
Listing 4.00 and over—list plus 35 


per cent. 
Clear Lattice, 5-16’, 5-106’ 
EE CEU EE Be.6 tgkad 00 o eeae as ghtenee 
TCV a cctccctaectcecvescehed 1.75 


WESTERN PINES 


Ponderosa Pine 


5/4 RW 
Selects anu 
S2 or 48 4/4RW 6/4RW 8/4 RW 
C&Btr RL ...255.00 260.00 275.00 
Shop, 828 No. 1 No. 2 
Be svesee livecanaseeeswn 150.00 120.00 
a rrr een 150.00 120.00 
Commons 2&Btr. No. 3 No. 4 
S2 or 48 RW 106 RW 72 RW 64 
errr 128.00 90.00 72.00 
BERS BEM weecsen 124.00 88.00 70.00 
Idaho White Pine 
- Selects 
$2 or 48 1x4 1x6 1x8 5/64 
es tm RL 250.00 265.00 270.00 265.vu 
eomane 205.00 226.00 230.00 235.00 
Pt S2 or 48 No.1 No. 2 No. 3 ° 
De wtke ew ohewe 147.00 140.00 100.00 
DEE tardies boson oH 147.00 141.00 100.00 
Sugar Pine 
Selects 
S2 or 48 4/4 RW aA td ad * RW 
B&Btr. RL ..270.00 0.00 0.00 
fo ee 265.00 rite 00 385.00 
Pie ve oe ene 235.00 245.00 255.00 
Shop, S82 No. 1 No. 2 No. 3 
we cteentaead 160.00 130.00 85.00 
ne setewenern 160.00 130.00 85.00 
ess 160.00 130.00 85.00 





OAK FLOORING 





Clear Pin 4§x2% #x1% %x2 %x1% 
White ..192.00 165.00 177.00 162.00 
Red ....197.00 170.00 177.00 162.00 

Sel Plain 
White ..172.00 145.00 167.00 152.00 
Red --177.00 150.00 167.00 152.00 

#1 Com Pin 
White & 

Red ..138.00 113.00 125.00 115.00 

#2 Com Pin 
White & 

Red .. 75.00 50.00 82.00 77.00 

#1 Com & 4 
Btr Shorts 
1%” ....105.00 80.00 97.00 97.00 

SOUTHERN PINE 
Vertical Grain Flooring 
B&Btr. Cc D 
SRG odasereeenns 175.00 165.00 145.00 

Flat Grain Flooring 
eee re 160.00 150.00 110.00 
We -ndsgesencnees 190.00 180.00 140.00 

Drop Siding 
1x6 (Pat.. #106).190.00 180.00 150.00 
1x6 (Pat. #116).190.00 180.00 150.00 

Boards & Shiplap 

1x6 1x8 1x10 1x12 
No. 1 ...130.00 130.00 135.00 150.00 
No, 2... 80.00 85.00 85.00 90.00 
No. 3 ... 70.00 78.00 78.00 83.00 


No, 1 Dimension 
2’ 14’ 16’ 1S’ 20’ 


2x 4 91.00 92.00 94.00 104.00 104.00 
2x 6 87.00 87.00 88.00 98.00 98.00 
2x 8 90.00 90.00 92.00 98.00 100.00 


2x10 100.00 101.00 101.00 109.00 112.00 
2x12 106.00 106.00 106.00 117.00 122.00 


No, 2 Dimension 


2x 4 84.00 85.00 87.00 97.00 97.00 
2x 6 80.00 81.00 82.00 91.00 93.00 
2x 8 80.00 81.00 82.00 91.00 93.00 
2x10 84.00 85.00 85.00 91.00 93.00 
2x12 84.00 85.00 85.00 91.00 93.00 
No. 3 oe a Levey rpaied 

2x 4 67.00 

2x 6 66.00 

2x 8 65.00 

2x10 65.00 

2x12 65.00 





REDWOOD 


Bevel Siding 


%x 4 V.G. Clear All Heart 
%x 6 V.G. Clear All Heart 
l%x 8 V.G. Clear All Heart 
5x 6 V. G. Clear All Heart 
5gx 8 V.G. Clear All Heart 
5gx10 V.G. Clear All Heart 
%x 6 V.G. Clear All Heart 
%x 8 V.G. Clear All Heart 
%x10 V.G. Clear All Heart 
%x12 V.G. Clear All Heart 
Note: 


A grade V.G. Pewee 
aoures. ve at) Rod % 4 ‘ee 
above sizes. 5 ess for 

above sizes. % - 


Anzac Siding 


1x10 V.G. Clear All Heart......, 240.09 
1x12 V.G. Clear All Heart....."' 255.00 
Note: Deduct $800 for A Grade. 
Finish 


1 Inch Clear All Heart Flat 
Grain Redwood Finish S848 


ae rete. 145 


00 
_.. = lL rere 
_.  . rarer rae: 18g 
ee | eerie. 200.00 
EO x — seeepeteeege. 211.00 
(f & | aaepneenneae 226.00 
Note: 


A grade $10.00 1 
widths. - © $ — 2 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. C D 

BRE. ctivwesesoen 150.00 140.00 100.00 
Flat Grain Flooring 

Serre 135.00 125.00 93.00 

BE cite apamon nad 155.00 150.00 100.00 
Drop Siding 

1x6 (Pat. #106).145.00 135.00 105.00 

1x6 (Pat. #116).145.00 140.00 105.00 
Ceiling 

EE ana ae 105.00 100.00 60.00 

Se. aeewelee des 110-120 105-115 90.00 
Boards and Shiplap and 

2” (Dry) 

1x6 1x8 1x10 1x12 

No. 1 ... 82.00 84.00 84.00 84,00 

No. 2... 79.00 79.00 79.00 79.00 

No. 3 ... 66:66 68.00 68.00 68.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 


2x 4 88.00 88.00 91.00 91.00 91.00 
2x 6 88.00 88.00 88.00 93.00 93.00 
2x 8 90.00 88.00 88.00 88.00 93.00 
2x10 88.00 90.00 88.00 88.00 93.00 
2x12 88.00 88.00 88.00 88.00 93.00 
No. 2 Dimension 
2x 4 87.00 87.00 89.00 88.00 88.00 
2x 6 86.00 86.00 87.00 88.00 88.00 
2x 8 83.00 83.00 84.00 84.00 84.00 
2x10 83.00 83.00 83.00 83.00 83.00 
2x12 81.00 81.00 81.00 81.00 81.00 
No. 3 Dimension R/L Only 
BE ovwtanrkscvne goin BYaae 68.00 
SESE TE ee 65.00 
SS See ee eee 64.00 
8, a OT Oe 63.00 
EB <6 0:40 sid) oie 65% ath agen a 63.00 





ENGELMANN SPRUCE 


Boards and Shiplap 


(dry) 1x6 1x8 1x10 1xil2 
No. 2&Btr..112.00 112.00 114.00 120.00 
No. 3&Btr.. 83.00 84.00 84.00 85.00 

No. 1 Dimension 

12’ 14’ 16’ 18’ 20’ 
2x 4 83.00 83.0% 3260 89.00 89.00 
2x 6 80.50 80.5¢ 86.60 80.50 80.50 
2x 8 80.50 80.50 59.26 84.50 84.50 
2x10 80.50 80.50 “sas: 87.50 87.50 
2x12 83.50 83.50 8." 27.50 87.50 

No. 2 Dimension ‘ 
2x 4 77.00 77.00 77.00 77.00 17.00 
2x 6 77.00 77.00 77.00 77.00 17.00 
2x 8 77.00 77.00 77.00 77.00 17.00 
2x10 77.00 77.00 77.00 77.00 77.00 
2x12 77.00 77.00 77.00 77.00 17.00 


(Boards graded No. 1, 2, 3, at flat 
price: no price for straight No. 2. Mills 
do not grade out No. 3 dimension sepa- 
rately as in fir.) 
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EDITORIAL 


Golden Anniversary NLMA 





The National Lumber Manufacturer's Association Looks Ahead 


Recently several hundred lumber industry 
leaders from all branches of the industry met 
at St. Louis— 


—to honor the pioneers who established the 
Association 50 years ago; 


—to review the first half century of industry 
progress under NLMA leadership; and 


—to envision the future of wood products, the 
lumber industry and the Association. 


A vivid portrayal was given of the notable 
achievements in wood technology, engineering, 
logging, conservation, forest operation, new uses 
for forest products, research, standards, waste 
elimination, preserving treatments and improved 
manufacturing techniques. These will be de- 
tailed in this and subsequent issues of American 
Lumberman. 

Perhaps the most significant development of 
this first 50 years of NLMA was the emergence 
of timber from the chrysalis of a diminishing 
raw material into a renewable economic resource 
—a living, growing, expandable, and harvest- 
able, annual crop. 


Sales a Problem 


One fact stood out that more wood is now 
being grown each year than is being harvested 
and fabricated for consumer service and use. 
Acreage suitable for forest growth is being 
cultivated and used more productively with 
each passing year. The industry has reached 
the point where further expansion of industry 
generated growth will: depend on expansion of 
sales volume, 

PP Inevitable conclusion was reached that 
rye must be a shift in emphasis on the part 
ol industry management from production to 
distribution. 
_Lumbermen have welded and shaped an effi- 
Clent production industry which now must be- 
come a merchandising industry. 
ointing this up, industry leaders spoke of 
€ inroads of competition, lost markets, and 


unrealized oppo i an 
consump hla rtunities for profitable sales into 


BUILDING Propucts MERCHANDISER 


Consumption Declining 


Mention was made of the facts that the per 
capita consumption of lumber has steadily de- 
clined and that the lush years of profit in the 
industry in this century have not been based 
on lumber merchandising but have been largely 
grounded on artificially created demand for 
lumber through preparation for wars, the mili- 
tary effort in three wars, the aftermath of war 
shortages and the expanding defense effort. 

Plans were laid to cope with the situation 
when these artificial supports under the lumber 
market no longer exist. 

The virility of the industry leadership was 
evidenced in aggressive plans for stepped-up 
market research and analysis, increased adver- 
tising and sales promotion, and training of sales 
management and salesmen. 


M for Marketing, Merchandising 


It appears that the “M” in NLMA will, in 
the future, stand for Marketing and Merchandis- 
ing as well as Manufacturing. 

It is the marketing and merchandising of the 
timber crop that will expand the acreage pri- 
vately planted to forests and assure the tree 
planters of today a profitable crop tomorrow! 

With some pride, we of the American Lum- 
berman recall that four of our staff played a 
part in the formation of NLMA in 1902 and 
that for 79 consecutive years we have sponsored 
creative selling, coordinated marketing and inte- 
grated merchandising in the industry. 

We pledge our editorial efforts to the end 
that Lumber as a renewable resource and basic 
building material shall become a Senior Partner 
among the Merchandising Industries which 
serve that unlimited market — Better housing 
for our people, their property and their insti- 
tutions. 
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UNCLE BIMSCO 
is the attention- 
getting symbol 
for Bimsco Inc. 


Recently at South Bend, Ind., more than 
10,000 people attended Uncle Bimsco’s well- 
advertised house warming. Being a friendly 
host, Uncle Bimsco distributed free rose bushes, 
orchids, cokes and topped off the party with 
scores of more substantial gifts. 

Everyone had a wonderful time and went 
away from the new home remembering that 
Uncle Bimsco was the clever trademark of 
Bimsco Inc., formerly known as the Building 
Materials Specialty Co. Founded just six years 
ago, this progressive building material dealer 
had twice before moved into larger quarters as 
the company expanded. The new combination 
showroom-warehouse is the final result of expe- 
riences learned in temporary rented buildings. 

Modern Building: Measuring 60 x 343 feet, 
with 280 feet of warehouse space, the building 
is entirely of reinforced concrete from the foot- 
ings to the roof. Roof supports were poured on 
the ground and tipped into place using a huge 
crane, one of the first buildings to be built in 
this manner in Indiana. While the original con- 
struction cost was higher than conventional 
frame structures, the lower, minimum insurance 
rate will pay for the premium construction in 
less than 10 years. ° 

The warehouse area is designed with wide 
traffic aisles for efficient use of the latest in 
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CROWDS PACKED BIMSCO’S NEW WAREHOUSE taking a keen interest 
in the manufacturers’ displays. 
during the open house, though the company discouraged selling. 





a bry" SECMER 
mcaavena” a 
OTTER VALUES ~ BETTER BUYS 8 Pomme 


More than $1,000 in actual sales were made 


10,000 People Meet Uncle Bimsco 


New combination showroom-warehouse js 
opened at South Bend, Ind. 


mechanical handling equipment. Just about 
every material is either palletized or steel 
strapped. Flooring for example, is ordered from 
the manufacturer steel strapped, and it has 
proved very satisfactory and convenient Wt 
handle in the warehouse. Even blanket insule 
tion, long a problem because it is so easy 
tear the paper envelope, is mechanically handlei 
using a 6 x 6 foot plywood box open on one silt 
and the versatile 4,000 lb. capacity lift truck 
The Showroom: The 60.x 60 foot showroom 
that adjoins the warehouse is bright and attrat 
tive with merchandise conveniently arra 
for the customer. Bimsco’s offices are just abo 
the showroom, and because not all the spate 
is presently needed, the firm plans to offer) 
various civic groups free use of the large opel: 
area on the second floor. q 
When Bimsco began in 1945 it was planned) 
to cater entirely to large volume builders ® 
the area. Even today 90% of its business come) 
from this source. However, several years 28) 
the management became convinced that sellin 
directly to the public would become increas 
important to its new building and future pi 
motional. planning if geared to successfl y 
reach this new market for building mate 
Planning the Opening: The official openil 
of the new showroom-warehouse was extreme] 
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BIMSCO OFFICERS (1. to _ vr.): 
J. Henry Amt, assistant manager; 
Robert B. Place, general manager, 
and W. B. Yeomen, sales manager. 


important to Bimsco because in one impressive 
operation the firm wanted everyone within a 
30-mile radius of South Bend to see its new 
building and the greatly expanded lines of mer- 
chandise. 

Bimsco began its promotion two weeks before 
the planned opening with teaser advertising in 
the local newspaper. Featured was a carpenter 
and a window shade that was gradually lowered 
over the week revealing facts concerning the 
grand opening. Heaviest advertising was re- 
served for the three-day period just before the 


pe TRUCKS are an essential part of Bimsco’s ware- 
Pr handling. The 4,000 Ib. model is now used exclu- 
vely but larger lift trucks are on order. 


Buitpinc Propucts MERCHANDISER 


A SINGLE DISPLAY combines flooring, wall paneling and ceiling tileboards. 
Made in 4-foot sections the unit will also be used at local home shows. 


opening, when then full pages of advertising 
were inserted. Radio, too, was employed fea- 
turing the quavery voice of Uncle Bimsco. 
Direct-mail advertising in the form of a letter 
on special size paper was also used. Invitation 
cards were distributed by the firm’s employes to 
all their friends. 

Huge Crowd: Bimsco had expected 5,000 
people at the most for its opening, but attend- 
ance was more than 10,000 for the Saturday 
and Sunday. During this period, the firm dis- 
tributed 500 copies of Home Maintenance and 





Sree 


DOOR STORAGE is compact and designed to re*uce 
damage to a minimum. The racks are all of steel and 
are adjustable. 
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Showroom and Warehouse Layout 


SHOWROOM (A) HAS HARDWARE, paint and other dis- 
plays. Offices are above, together with printing room. In 
plan immediately above, kitchen cabinets are stored at B; 


EXTERIOR VIEW (right) of new 
Bimsco showroom-warehouse with its 
pylon sign. ‘Parking is provided for 
approximately 150 cars. 


COVER PICTURE: The Bimsco mobile home- 
truck idea is especially interesting. Workers 
in the South Bend region during summer 
months, with daylight saving time in effect, 
usually are home by 3:30 p.m. For this 
reason Bimsco equipped a smart truck with 
signs, and visits the various neighborhoods 
offering garden supplies and other mer- 
chandise directly to the customer. Traveling 
at about 5 mph and sounding a musical 
horn, the truck promotion has paid off with 
substantial sales and good publicity. 





Improvement, published by American Lumber- 
man, 2,000 balloons, 750 rose bushes, 700 orchids, 
1,000 imprinted pencils, 4,000 cokes and 40 valu- 
able door prizes. The guests saw continuous 
movies on building materials and visited manu- 
facturers’ displays erected in the warehouse. 

Promotion Plans: With the official opening 
staged and successfully out of the way Bimsco 
is now back to its regular merchandising pro- 
gram which includes consistent advertising and 
other proven promotional work. Newspaper 
advertising is run twice each week, usually about 
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343 — 





doors, C; molding, D; siding, E; paneling, F; nails, G; 
roofing, H; roofing, I; hardboards, J; and plywood, K 
Rear of building (L) is for a package home division. 





a 2-column x 12-inch size. Uncle Bimsco heads 
each ad and the layout is always the same 
because repetition in style improves advertisiN 
effectiveness. Twelve radio spots are on the af 
each week, and after the usual introduction 
an announcer, Uncle Bimsco presents the p 
uct featured. Because Bimsco’s does freq 
mailing, both to the consumer and to contrat 
tors, the company has installed offset prin 
equipment. This equipment also prints all 
letterheads and various business forms req 

by the firm. 
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New « Cine of colrud shingles that will appeal 
‘to both builders ond. ounens ! 











Nu-CRAIN 
cabestos- comont siding ... 


E 
k 


Why builders will like them for re-siding and new construction— 

Here at last is a lifetime colored shingle that has all the authentic 

charm of the old-fashioned split wood shingle, right down to the 
honest details of coarse and fine score. marks...strong and clear- | 

texture markings ... and even a pronounced straight butt shadow 

line. It’s easily applied, economical to use, and lasts like a rock. 


Why owners will like them for beautifying and protecting the home— 
The “Century” NU-GRAIN Asbestos Shingle comes in a choice 

of three smart colors that won’t fade—NU-GRAIN BROWN, 
NU-GRAIN GREEN, and NU-GRAIN GRAY—produced with 

slate granules permanently imbedded into the surface under hydraulic 
pressure. This Shingle protects forever against fire, water, 

rot, rodents, and termites... adding permanently 

to the value of an old or a new home. 


Why both builders and home owners want them—K& M._ is 
telling a convincing, selling story about “Century” NU-GRAIN 
Asbestos-Cement Siding in sparkling advertisements to 
home owners in Better Homes and Gardens and—to architects, builders 
and applicators—in American Builder, Practical Builder, Magazine of Building 
(House & Home Edition), American Roofer and National Roofer. 

- Rakes tis. et ome New business, more business is there for you to get, 
ed ” GRAIN Asbestos-Coment with “Century” NU-GRAIN Shingles. Write for details. 

3s Siding Shingles, NU-GRAIN 

vei Gray. Other colors: NU- 

Oh ap GRAIN Green and NU- 


GRAIN Brown. 57 shingles 
per square, 12” head lap. 




















America’s first maker of Asbestos-Cement Shingles 


KEASBEY & MATTISON 


COMPANY © AMBLER © PENNSYLVANIA 








BuitpiInc Propucts Mercy ANDISER 
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WORKING POWER TOOL EXHIBIT attracted hundreds of adults and children 
to the Hardman Lumber Co. booth at the 4-H Fair and Rodeo in Russell, Kan. 


How to Push Power Tools 


Kansas dealer finds annual Fair booth, big 
newspaper space and store demonstrations do a good 
sales job for three major lines. 


Proof that you don’t have to 
be a big dealer to do a big 
business in power tools is seen 
in the experience of the Hard- 
man Lumber Co. in Russell, 
Kan. Russell is a town of about 
5,000 in west central Kansas, 
on Route 40. 

Cecil Bassett, manager of the 
store, has been with the Hard- 


44 


man organization for 26 years. 
He has three different lines of 
power tools displayed on the 
sales floor all the time. This 
display is backed up with a 
heavy newspaper advertising 
program. 

A promotion feature which 
attracted a good deal of interest 
in power tools and good will 





THREE LINES of power tools are dis- 
played on the Hardman Lumber Co, 
sales floor. Employes are encouraged 
to learn how to operate each tool. 


for the company was the work- 
ing exhibit of power tools at 
the annual 4-H Fair and 
Rodeo. Silhouettes of horses 
15” tall and 18” wide were cut 
out of plywood on the 24” jig 
saw. There was such a de- 
mand for these novelties that 
each “customer” was asked to 
sign his name on the pattern 
before it was cut out. Some 
700 horses were cut out in three 
days. 

But let Mr. Bassett himself 
tell about this event: 


“Our display at the Fair was 
the best and largest demonstra- 
tion that we have put on. Dur- 
ing the Fair we ran one and 
sometimes two jig saws for 12 
hours a day and what I mean, 
we turned off the motor only 
long enough to change blades in 
the saw. 

“During this 12-hour period 
we never had less than six kids 
and up to 40 waiting in line. 
It wasn’t only the kids who 
waited in line but also grown- 
ups—parents waiting for 4 
horse for their child who didn’t 
get to the Fair, and sometimes 
two or three grandparents wait- 
ing to get a horse for thelr 
grandchild. 


“It was quite a sight to see 
25 to 50 adults standing around 
our booth just to watch us cut 
out these horses with the Jig 
saw and then look around at 
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THE MANUFACTURER GUARANTEES 
THIS PREFINISHED WALLPANEL TO MEET 
(OR EXCEED) THE REQUIREMENTS OF 
COMMERCIAL STANDARD 176-51, AS DEVELOPED 
BY THE TRADE UNDER THE PROCEDURE OF 
THE COMMODITY STANDARDS DIVISION 
AND ISSUED BY THE UNITED STATES 

DEPARTMENT OF COMMERCE. 









New guarantee label — 
adopted by the Prefinished Wallpanel Council 


n 


Prefinished © 











NAME OF MANUFACTURER 









Wallpanels 
- look for this 


The United States Department of Commerce, in co-operation with the 
National Bureau of Standards, has established Commercial Standard 
176-51 for Prefinished Wallpanels. 


This Commercial Standard was developed by the members of the 
Prefinished Wallpanel Council and the base material manufacturers. 
The members of this Council have adopted the illustrated guarantee 
label to assure the purchaser that he is getting prefinished wallpanels 
conforming to Commercial Standard 176-51, which has been widely 
accepted by users and distributors throughout the nation. 


To qualify for this label, which carries the government approved 
statement, Prefinished Wallpanels must pass a most rigid series of 
standard tests for thickness, modulus of rupture, density, gloss, adhe- 
sion, scoring, striping and accelerated aging; and resistance to water 
absorption, expansion, stain, impact, linear hydro-expansion, heat, 
light, steam, temperature change and humidity. 


When they have passed these tests and when they bear this label, 
both the dealer and the buyer can be assured that this material is 
of the high quality he should expect and demand. 


NOTHING LESS THAN THIS IS GOOD ENOUGH 
MEMBER COMPANIES: 
A and F Tileboard Company « Colotyle Tyle-Bord, Inc. « Fir-Tex of So. Calif. « Marsh Wall Products, Inc. 


Miratile Manufacturing Co., Inc. ¢ National Tileboard Corp. ¢ Prestile Manufacturing Co. ¢« Superior 
Wall Products Co. « Tylac Company « Wallace Manufacturing Co. ¢ Yankee Fibre Tile Mfg. Co. 


Prefinished Wallpanel Council 


Keith Building, Cleveland 15, Ohio 





BuILDING Propucts MERCHANDISER 


L of APPROVED QUALITY 


“THERE'S NO SUBSTITUTE FOR PREFINISHED WALLPANELS” 
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G. N. Coughlan Co., 
W. Orange, Wi. J. 








Atlas 
Power Tools 


Bele and Disc Sembee nce .cseec. enceeneeeceee 
127-In. Wood Lathe cnaen shies 
28-In. Ball Bearing Jig Saw |... ------.-.... $87.25 
PI 55 nc cticnscasevincrcpsorcesens's $79.15 
Ball Bearing Spindle Shaper pinion 
ATLAS POWER TOOLS 
Can Be Purchased on Our 


EASY PAYMENT PLAN 
Are You Lucky? 


eee Oe ae Lomber Company ads tm 
ev and Thu: 
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——Phone 7 
472 Russell, 1624J Russell, 1521 Paradise 


Hardman Lumber 
Company 


2% Blocks West Stoplight on Hiway 40 — Phone 169 














BIG NEWSPAPER SPACE is devoted 
to power tools. The box in the center 
of this ad offers a four-week subscrip- 
tion to the Russell Daily News to the 
persons whose telephone numbers are 
listed in the ad, provided they identify 
themselves. 


the other 20 or 25 booths with 
no one around. 

“In our office floor we have 
each of our power tools on a 
special steel stand. We have 
put castors on each of the tools 
so that if a customer is in- 
terested in any one item we 
can wheel it out on the floor by 
itself to demonstrate it. We 
always try to have a motor on 
each tool. By doing this, when 
we make a sale, the tool is com- 
plete with stand and motor. 
That is the way the customer 
sees it demonstrated and he 
wants to be sure he gets that 
particular setup. 

“Most all of my help \ike to 
work with power tools. Any 
time they want to make a piece 
of furniture for their home, 
they are welcome to take one 
of the power tools we have and 
use it; this way they get ac- 
quainted with the tools so they 
can demonstrate them to 4 
customer. 

“We carry a full line of A 
power woodworking tools, 4 
full line of Skil tools and also 
have the franchise for Shop- 
smith for Russell County.” 
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Lumber 


BuILDING Propucts MERCHANDISER 


FOR THE WEYERHAEUSER 4-SQUARE 


HOME BUILDING 


Turse home designs, as indicated by 
requests for blueprints, proved to be the 
most popular homes in the Weyerhaeuser 
4-Square Home Building Service. 
Weyerhaeuser architects record the 
popular features of these homes. Each 
month a new home is designed, reflect- 
ing current needs and wants of the 
home building public. This design is 


WEYERHAEUSER 


SERVICE DEALER 


added to the Service, assuring the dealer 
with the Weyerhaeuser 4-Square Home 
Building Service a strong position in the 
small home market — helping him 
sell more. 

Ask your Weyerhaeuser representa- 
tive about this Service and the monthly 
promotion package featuring the Home- 
of-the-Month. 


SALES COMPANY 


Saint Paul 1, Minnesota 


and Services 
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THE “LIVING TREE” greets visitors as they enter the beginning of the hard- 


wood exhibit. 


PAUL BUNYAN greets visitors from his cabin window and recites folk tales 
of his wanderings. 


Ae e 


i 


A World of Hardwoods 


Visitors to Chicago’s Museum of Science and 
Industry this summer will view $350,000 lumber exhibit. 


Nobody but a wood technolo- 
gist is likely to know the phys- 
ical properties and structures 
of 85 species of hardwoods: So, 
to help the public identify the 
various species, the Museum of 
Science and Industry, in coop- 


eration with the Hardwood In- 
dustry, is now setting up a 
$350,000 permanent exhibit tell- 
ing the complete story of hard- 
woods. This exhibit, the second 
largest in the Museum, will be 
opened this summer. 


AN ARTIST WORKS on large globe 
which locates various types of hard 
woods. 


More than a year ago, 4 
group of hardwood people met 


with Maj. Lennox R. Lohr, di. 


rector of the Museum, with al 
idea for such an exhibit. The 
result is to be an exhibit called 
“A World of Hardwoods fora 
World of Better Living.” Fi 
nanced by cabinetwood associa 
tions and machinery manufat- 
turers, a 10,000 square foo 
exhibit is being turned inte 4 
working, acting, doing, show 
which teaches by numerols 
audio - visual - physical methods 
just what the public should 
know about hardwoods. 
The’ main feature is the 
(continued on page 86) 
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---Up jumps the sale? 


Wait till customers snap back that piece of live 
rubber weatherstripping attached to the new INNER- 
SEAL counter display! 





They'll actually see and feel its amazing springi- 
ness and flexibility ... understand why it seals tighter 
in any weather, takes tough treatment and bounces 
back for more. 

















FEATURE INNER-SEAL They'll sell themselves on INNER-SEAL’s superiority 
THE BRAND ... gladly pay the little extra it costs over ordinary 
THAT IS ADVERTISED TO MILLIONS weatherstripping. RESULT: Bigger weatherstripping 


IN THE SATURDAY EVENING POST profits for you on INNER-SEAL’s higher unit of sale. 
See your jobber for full details on how to get the 





globe jump on competition by becoming an INNER-SEAL 
hard: USE THE NEW INNER-SEAL dealer. Also ask him about nvNER-sEAL Garage Door 
CUSTOMER-CATCHING Cushion . . . ready-packed for the profitable market 
POINT-OF-SALE MATERIAL. in garage door installations. 
, a 
r Exclusive! Only INNER- SEAL features this unique construction! 
. l 4 


Z RESISTS WEAR... coated with 
<G , waterproof neoprene to pre- 
> 4 serve it against abrasion, tem; 
perature extremes, moisture, 

grease and oil. 


TOUGH AND SPRINGY li 
1 ee live § nge 
The tubber bead gives it the jump"! 5 


Jed § FLEXIBLE, INSTALLS EASY... woven 
ora § ‘P*ig-wire attaching strip makes it a 


Fi. & “inch to fit the sharpest corners with a 
WEATHERSTRIPPING 


rcis- Continuous seal. 
STAYS LIVELIER LONGER...SAVES MORE FUEL 


fat- 
BRIDGEPORT FABRICS, INC., BRIDGEPORT. 1, CONN. 








foot 
fc 8 
how 
rous 
nods 
puld 


the 








v6 Buipinc Propucts MERCHANDISER 51 


{OER eR 


ret Dabteg 0  Ah AE  S 





Garden Clinic 
is Profitable 
Promotion 


New Jersey’s special 
day for “green thumb” 
customers steps up sales 
of outdoor goods. 


“My lawn and garden de- 
partment accounts for 50% of 
my store sales at this time of 
year,” said Kenneth Hastings, 
manager of the Comfort Coal 


and Lumber Company’s River 


Edge, N. J., store, looking over 
the homeowners drifting in to 
his first garden clinic early last 
month. 

Over 600 people attended the 
clinic and many more came out 
for a similar show at the com- 
pany’s Westwood yard the day 
before. P. J. McKenna, staff 
horticulturist of Flower Grow- 
er magazine, was on hand to 
answer customers’ questions on 
gardening problems, and a 
manufacturer’s representative 
demonstrated a power tractor. 

What did all this mean to 
Comfort in terms of sales? 

Two power tractors, big- 
ticket items not usually con- 
sidered as impulse-buying mer- 
chandise, were sold as well as 
several power lawn mowers. In 
addition, the clinic created 


greater store traffic and pro- 





GARDEN CLINIC PLANS are discussed with E. Wyks, 
Jr. (left), manager of the Westwood store, by Ronald 





GARDEN TRACTOR ON DISPLAY outside Comfort’s Westwood, N. J., me 


is explained to two customers by manufacturer’s representative, left. 


vided valuable new leads for 
follow-up sales. 

Each customer filled out a 
ticket for a door prize drawing, 
thereby giving the firm an ac- 
tive prospect list. Prizes in- 
cluded a power tractor, a lawn 
sweeper and 10 one-year sub- 
scriptions 
magazine. 

Promotion for the event 
ranged from ads in the Bergen 
County Record to spot an- 
nouncements over the air and 


to a gardening 


WINI 
to th 

letters to local garden, flower 
and women’s clubs. shru 


Customers found a wide vari- 
ety of lawn and garden met. 
chandise to interest them: 

Seeds (lawn, flower and vege- 
table); fertilizers, peat moss; 
lawn mowers (power and 
hand); garden hose, sprinklers, 
garden tools, insecticides, trel- 
lis; metal and wood fences; 
outdoor fireplaces; lawn roll- 
ers, power tractors, wheelbar- 
rows; outdoor furniture and 





ALL KINDS OF GARDEN TOOLS are shown inside t 
River Edge store, where Kenneth Hastings, manager, 





Patterson, 


manager of Comfort’s seven stores, 


quarters Hackensack. 
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head- 


selling a hand cultivator to a customer. 





June 2, 1052, AMERICAN I_UMBERMAN © 








wer 





n& 





trained for his job and every- 
one from truck driver to secre- 
tary is required to attend meet- 
ings addressed by various 
manufacturers’ representatives. 
Ronald Patterson, supervisor 
of all the Comfort stores, says 
that some of his best salesmen 
are truck drivers. The drivers 
receive commissions on all sales 
they make. 


Here’s what Comfort says 
about themselves—taken from 
their own catalog: 


“Whatever you have in mind 
—if it’s about building or re- 
modeling —talk it over with 
someone who knows .. . that 
‘someone’ is your helpful Com- 
fort Coal-Lumber Co. dealer. 
It’s his business to know all 
the answers on everything from 
the latcst remodeling ideas to 
modern financing plans. He’s 
always glad to see you, always 


WINDOW DISPLAY of seeds, insecticides and garden tools also calls attention glad to help you—so drop in 


to the garden clinic. 


shrubbery. 


Asked why she decided to 
come to the clinic, Mrs. George 
Reiss of nearby Paramus, said, 
“| have a problem birch tree, 
so decided to get some advice. 
Besides, I needed some plant 
food and fertilizer.” 

Service and smart merchan- 
dising are combined at each of 
the company’s seven yards to 
produce plus sales. Comfort’s 
program included a 32- page 
general catalog featuring out- 
door supplies. This catalog is 
mailed to a 30,000-name list. 
Another idea has resulted in a 
profitable volume in white play 
sand, originally sold only as a 
mason’s supply item. Today 
the company sells the play box 
and sand in a complete pack- 
age. Specially designed bags 
have been made up to provide 
the right amount of sand to fill 
the play box. 

“We like to think of our store 
as the homeowners’ headquar- 
ters,” observed E. Wyks, Jr., 
as he surveyed his Westwood 
store. Comfort was one of the 
first lumber dealers to enter 
the lawn and garden supply 
business over 20 years ago. This 
firm finds that seeds, fertilizers, 
Insecticides and plant foods are 
the best sellers . . . lawn and 
Zarden tools next. 


Every Comfort employe is 
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and see him, soon!” 















GASOLINE & 
ELECTRIC 
MOWERS 


JOB-WHIPPING MODELS TO MEET EVERY NEED! 


POWER MOWERS 
ECLIPSE ROCKET 


Precision built, eosy 
hondling. Power pocked 
4 cycle engine 
long enduring 
trouble free per 4 
tormonce. : 


TURNS A JOB 
INTO A JOY 

































- 9» = is MOWER 
¥ “s 5 No. 55 
4 ONLY 


HAND LAWN MOWERS | @6s— 
ALUMALITE ( 


er / if 
ty.: <é MEN 1 
Oh Ln » 
Streamlined light weight Se 


Lown Mower, Air Rubber 


























Tees Seeakewontenlng: | [AOA , RED ROvAL 
ings, meta le, wheels 
ECLIPSE LARK wo {in diometer, Rubber - covered peeled A ogy monk 
An economical power mower roller. Its ease to operate will oble cutting height. Easy to 
with all the fectures found omaze you. ondle, 1 € 
in more expensive power 16” Cut 18” Cut ‘ut 
mower s f . 
18” Cut ), $34.95 $36.95 $124.50 
‘ BOULEVARD REO RUNABOUT 
$120 Ball ceoring, solid rubber. tires, 18" Cut 
© 5 blades. 16” cut 
$23.95 $104.50 
BANTAM RED 
Properly balanced, precise TRIMALAWN 
cutting and durable con- 7 25” Cut 
tructi ke this a ta- @ 
vorite ‘oon meat Solid $210.00 








rubber tires. 4 blades. (=a 
12” cut. 











ECLIPSE TORNADO 


Swift moving clipper type 
blades cut gross clean- 
even. A sensational mower 
thet will turn work into ff 
ploy. 





NEW - EASY TO OPERATE! ~ 
No more engines to start or tonks to fill 
Just plug itin and turn the switch, Cleon, 
efficient 1/3 H P Motor complete with 
heavy duty electric cord, only $87.50 






CLEMSON 


A precision built lawn a 
ane of puesvmonn No. 16 f 
valve. Well construct $22 

ed with strong dureble 95 
pote thet will give 
ong yeors of fine ser- 
vices Light weight, 
easy to handle. 














PARKERETT 
LAWN SWEEPER 


' y 
No. 17 Ni 20" Cut 28” Cut 2) 
lo lo. E17 Y $39.50 / @ £ 
eS ee SPRINGFIELD $52.50 > ap | 


i——— NEW IMPROVEMENTS PUT WATERBURY AHEAD— 
- IN FEATURES AND PERFORMANCE 


TRACTOR kK TRACTOR 
MODEL H MODEL G 































MODEL WW MODEL G 


A working foo} with extve power Whir of work. 2 17. Briggs & 
for heavy jobs. 2 HP. Briggs & Stroton Engine. 3 speeds. Treod 
Strotton Engine Two speeds Teed edjimant 15" to 22%". Weight 
odptment 15" t 22 Weight 106 ts Cleeronce 10%”. Fuel tonk 
200 ths Cleorence 11° Fuel sont 






.- 


$258.50 


ATTACHMENTS 














gn. : \/ $70.00 33.50 $60.00 | 
—€OMFORT COAL-LUMBER COMPANY 


A 32-PAGE CATALOG is sent to a 30,000 name mailing list every spring. 
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SASH BALANCES 






















Y 
Wh i 
j} ~ 
; Quiet 
Y 
j Special SPIREX 
], coating insulates 
Y against noise 
Yy ‘ +) int. 
Z and protects bal 


ance from rust 
SPIREX gives 
you quiet opera- 
tion with years 
and years of 
trouble-free serv- 
ice! 


— Smooth 


Patented spring 
construction with 
separated coils 
eliminates rasp 
and friction . . 
makes windows 
slide smooth-as- 

you-please for the 
| life of the building. 


Adjustable 


Tension can be ad- 
justed after bal- 
ance is installed 
for perfect lifting 
power according to 
sash weight. Re- 
quires only 4-5 
turns for average 
sash. 





MWS 





a 








Kk 
Mi 


eee 


New telescope 
carton has com- 
plete unit and 
accessories for 
the job. 


Manufacturers of 
precise clock spring 
balances since 1888. 


Send free window unit booklet on 
 Spirex and Caldwell tape balances. 


NAME 





4 
hs 


* am 


¢ 











| 
! 
: ADDRESS 


j CALDWELL MANUFACTURING CO. 
165 Commercial St., Rochester 14, N. Y. 
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and Tacoma, 






Star Route 
Rural Route 


“CITY SLICKERS” 


are here again with 
their fairy tales about 


ROOFING AND SIDING 


A ee a a ee 


are again working this territory, picking up easy money. They know that if they can 
you before you contact your local contractor or 


Tn tenuis Mi tonalite 
They work the angles and know the tricks. Here are some things they say: 


THEY SAY... 


THEY SAY... 


THEY SAY... 


THEY SAY... 


THEY SAY... 


SO BE SURE 
..- Not Sorry! 


If you are thinking of roofing or siding or insulation r 
ask one of the local carpenters, contractors or phone MM 
EL MONTE to give you a figure. This phone call or 
inquiry will usually save you $50.00 or more as com- 
pared to the “hot shot” roofer’s prices. 


Loans with F. H. A. 
El Monte Lumber & Fuel 


Company 
“EVERYTHING FOR BUILDING” 
na 81 — Phone — Montesano 811 


Dealer Fights Back 


Moving in on the Monte- 
sano, Wash. area from Seattle 
itinerant roof- 
ing and siding applicators 
were having it much their 
own way until they met with 
local opposition from a deal- 


(1)—“We can let you have this at a special price because we have 
alread 


(2)—“We would like to get a start here so we will make you a 


(8)—“We are having a contest for the most improved looking 


ly sold it once and the man now can't pay for it—or 
he is moving—or he is called in the army.” 
(THE TRUTH is that most of the time this is fictitious. 
If it is true it is because someone checked with us after the 
original purchase, and realized that even after paying 
the salesman a $59.00 penalty, they could still save them- 
selves $100.00 by dealing locally.) 


price im order to introduce ourselves to the com- 
munity. 
(THE TRUTH is that if this is the line they are working 
on at the time, they use it on everyone they talk to, re- 


gardless of the number of jobs they have sold in the ter- 
ritory.) 


home and want to take a picture of your house before and 
after and enter it in this contest, and there is a good chance 
you will win a prize of $100.00.” 


(THE TRUTH is that this contests are usually imaginary 
but IF there was a contest and IF you won the $100.00 
and deducted it from ‘the purchase price you would still 


be paying more than if you had had the work done locally 
in the first place.) 


(4)—"“We are the direct representatives of some certain com- 
pany.” 


(THE TRUTH is that Johns-Manville and other major 
concerns have salesmen who contact the wholesalers and 
large dealers, but the men who call on you merely buy 
and sell the products of the major concerns.) 


(5)—“We can give you a better price because we buy in larger 


quantities than the local dealers—and by buying in car- 
loads we can pase this saving on to you.” 


(THE TRUTH is that your local dealer, EL MONTE 
LUMBER & FUEL CO., buys all major products by car- 
loads. We average one to two carloads.of roofing and 
siding a month. EL MONTE frequently sells to these 
salesmen who in turn sell to you. 


Tne 

wate Ne) An Ue 
Ru anna 
Mish Uh 


his business threatened, Sle * 
tedahl went to work writing” 


which he published in the 


form of a huge 8 x 17 inch ad 
in four local newspapers. 
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er, Robert Slettedahl. Seeing 


an exposé of their methods, 
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TOP HALF 


Third Grade MFMA 
Northern Hard Maple 
finished with natural 
penetrating seal, for full 


LOWER HALF 


Same strips finished with 
combination stain and 
sealer—note how the 
varied tones are blended 


effect of interesting grain beautifully in the one 
pattern. operation. 


{oxen 


Saw” Products 


SPECIALIZING IN 


PONDEROSA PINE 
“DOUGLAS FIR 


MAP LE finished bright 


or subdued, its charm far 
outshines its thrifty price! 


These are modernization times...and you'll 
find it’ll pay you well to stock Northern Hard 
Maple, Beech and Birch Flooring—available 
now in all grades. *“Thrifty’’ Third Grade 
(pictured above) is an especially good propo- 
sition for home floor replacements—for de- 
fense housing—for industrial, commercial 
and military construction. MFMA strict grad- 
ing rules assure sound, long-lasting flooring 
in this fine-looking economy gradc, at prices 
that will bring you a good volume of profit- 
able business. Special MFMA leaflets, with full 
facts about Second and Third Grades. Write— 





MAPLE FLOORING MANUFACTURERS ASSOCIATION 
Suite 584, Pure Oil Bidg., 35 East Wacker Drive 
CHICAGO 1, ILLINOIS 





(ico. J.Silbernaget 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 


FLOOR WITH opts HARD MAPLE 


BLECH A/ 
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Anniversary 
Promotion 
Pulls Big Crowd 


Forty-two manufac- — 
turers stage special exhibit 
to help Chicago firm cele- 
brate 26th birthday. 


Excellent promotion recently 
attracted over 10,000 persons to 
the three day home show and 
26th anniversary sale of the Gee 
Lumber and Coal Company, 
Chicago. 

Two television shows, over 
20,000 direct-mail pieces, and 
display ads in local newspapers 
offering bargain prices on spe- 
cial items did much to promote 
the sale. Orchids were given 
the ladies and ice cream to the 
children. 

Special premiums were given 
for every purchase of $2.50 or 
more. Every customer purchas- 





ADVANTAGES OF PRE-MIXED CONCRETE are 
dramatized by actual brick-laying demonstration. 
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ing merchandise of $10 or more 
got any two of the following 
a screw driver set, 

two face towels, 


premiums: 
bath towel, 


onolite 


oP tm a ghite 


FORTY-TWO MANUFACTURERS’ EXHIBITS were displayed in the large 
lumber shed at the rear of the store. 


plastic ice-box pitchers, and 
other kitchen gadgets. 

_A special feature of the sale 
was the grand opening of the 


_nases 


eee CLE LON BID 


PORTER: CABLE | 


¢ Quality Li 


PORTABLE POWER TOOLS were among the many outstandine | 


displays at the show. 
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TARTER, WEBSTE 
1 Montgomery Street 


SAN FRANCISCO 4, CALIF. 
DOuglas 2-2060 «+ Teletype SF 531 


SINCE 1884 
Dow 





Denendable 
Delivery of Quality 


SOUTHERN PINE 
HARDWOOD LUMBER 


Customers who buy from W. T. Smith learn imme- 
diately that this company gives them what they 
wont when they want it. Such dependable de- 
liveries have been made, with only minor inter- 
ruptions, for 68 years. And today, W..T. Smith 
with its sustained yield cutting and efficient plant 
methods still is your best choice for dependable 
delivery of quality Southern lumber. Mixed 


Rocky Creek Brand Oak Flooring 


W. T. SMIT 








CHAPMAN €* fe ) 
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en) AW 
IF MANUF 


B 
UILDING Propucts MERCHANDISER 








) 


" 


P. O. Box 1731 
STOCKTON, CALIF. 
Stockton 4-8361 + Teletype SK 2 


INC. 
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BEHIND THE MILLS — THE CONNOR TIMBER STANDS 
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CONNOR 


“LAYTITE” 


Maple and Birch Flooring 
in Cartons 


{or regular leagths ia bundles) 
Something new in 
modern flooring 


M. F. M. A. SPECIFICATIONS 


Lege]. i, feds: 
LUMBER and LAND COMPANY 
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No Purchase Too Small for This New Jersey Yard 


Weekend car- 
penters are en- 
couraged to 
make cash and 
carry purchases 
at the lumber 
yards of the Os- 
borne & Marsel- 
lis Corporation, 
Upper Mont- 
clair, N. J. 

“No purchase is 
too small and 
we'll gladly cut 
your wood to de- 
sired size. Our 
experts will help 
you select the 
right materials 
for a shelf or for 
paneling a recre- 
ation room in rare hardwood ve- 
neer,” advertises this firm. O & M 
numbers such customers to their 





aa ee 


yards in the hundreds, buying any- 
thing from a board to a semi-pre- 
fabricated house. 





Woods Sample Board Stimulates Sales 


A Texas lum- 
ber firm has dis- 
covered that its 
eye - catching 
display panel of 
54 varieties of 
woods from all 
over the world, 
is creating the 
customers’ in- 
terest in woods 
of all colors and 
grains. It is 
also helping 
them to find the 
names of woods 
they wish to buy 
which they may 
know only by 
color or grain. 
The W. E. Dar- 
den Lumber 
Company, Waco, 
Tex., has found 
that since it put 
up this complete 
“Alphabet 
of Woods” panel in the newly- 
remodeled showroom, orders for 
unusual hardwoods have increased 
sharply. 

The samples, measuring 6x2x14 
inches, are suspended from brass 
hooks by a screw eye on a 4x4-foot 
panel. Each sample is numbered 
and a corresponding number and 


60 





description of the wood may be 
found on a typewritten list hung 
on the wall beside the panel. Also 
included among the samples are 
manufactured materials such as 
plywood, hardboard and other wall 
paneling. 
Since the display was installed 
last September, the average visitor 






spends at least ‘0 to 15 minute 
in examining th: various sa 
smelling them, and testing thei: 
hardness with i@» fingernail, 
The home hobbyist, -who 
building custom furniture or gg}. 
nets, finds the panel extremely yy. 
ful for the selection of unusy 
woods he hasn’t used before, Som, 
of these unusual or seldom-ge, 
types are alder, cottonwood, bag. 
wood, magnolia, sycamore ay 
larch. A lot of glamor is attachy 
to such samples as sitka, sprue 
teakwood and ironwood. 


F 
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M 


MA 
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How to Handle Complains 


Regardless of how efficiently yo 
business is operated, sooner or later 
you are going to have complaint; 
The question is—what is the bet 
way to handle the complaint aj 
save the customer. 

- Sometimes you can use the con- 
plaint to sell your company to th 
complainer. First, hear his say al 
the way through without interrupt- 
ing him. He has had time to think 
of his complaint and very likely the 
closer he has gotten to your office N 

the hotter he got. C 

Let him talk himself out—then if 
the customer is right, or if there is 
any doubt in your mind or even if 
you sometimes know that the cus- 
tomer is wrong, it is better to agree 
with him. 

You might say, “Thank you for 
calling this matter to my attention 
I’m sorry that it happened, we may 
be wrong,” thus taking the sting 
out of their complaint and some 
times making them almost wish 
they had not come to see you. 

Remember, there is no price tag 
on good will. It is the cheapest at- 














vertising you can gain for yourself 


or for your company. In settling 
the complaint, if possible, do evel 
a little more than he has asked. If 
he is a good customer, don’t los 
him---it’s easier to keep a good cus 
tomer than it is to get another. 
—Henry J. Munnerlyn, Preside! 
H. J. Munnerlyn, Inc., 
Bennettsville, S. C. 


Sky's the Limit 


Home builders predict that luxu) 
homes of the distant future may have 
movable portions of the roof s0 
push-button controls make the sy 
the ceiling. 


Copper Scarce 


All copper-made items are expected 
to be in short supply this year- 
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THE 
MASS 


MARKET! 


“PASCO 


No. 722 “CEIL-N-WALL”’ 


The lumberman—the builder—and the 
home-owner will all welcome this newest 


addition to the FASCO line. 


Specifically designed for Kitchens, Bath- 
rooms, Utility Rooms, Playrooms and 
the like, the ‘°728”’ is expertly engi- 
neered, beautiful in appearance and 
amazingly low priced. 


SPECIFICATIONS 


Housing: heavy steel; 
fits between 14” or 16” 
center joists orinstand- 
ard kitchen cabinets. 


Motor: newly designed 
4-pole type, resilient 
mounted to minimize 
vibration. 


HOUSING 


Impeller: 7” turbo- 
radial model, provides 
maximum air move- 
ment (325 CFM) with 
least noise. 





MOTOR AND IMPELLER 


Grille: heavy steel, 


ZB =: SS chrome-plated. 
VE = =D Write for Detailed 


GRILLE Cataiog Sheets 





FASCO Ind ustries, Inc. ? 


Po 2 


2% AUGUSLA STREET, ROCHESTER 2, NEW YORK 
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2 DRAWER PULLS 
With or without 
back plates 





4 CONCAVE 
DRAWER KNOBS 


In all sizes with or 
without back plates 





USE these popular 

items in the famous 
AJAX line to step-up 
summer sales. Now, when 
homes and apartments are being 

re-decorated, you can increase your 

sales volume by suggesting this beautifully 
styled, decorative hardware. Packaged 

for effective merchandising. Competitively 
priced for quick sales, And AJAX fully 
guarantees every item in its line. Stock up now 
to step-up summer sales! Ask your jobber about 
other decorative items in the AJAX line. 
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3 NEWLY DESIGNED 
ESCUTCHEONS 





AJAX HARDWARE MANUFACTURING CORP 
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AMONG THE DEALERS 








FLORIDA OPEN FORUM. With Art Hood, editor of American Lumberman as 
moderator, the members of the Florida Lumber and Millwork Association, learn 
the advantages of a closer relationship between manufacturers, wholesalers, and 


dealers. 


Million Homes Forecast at Florida Dealer Convention 


This year should be one of the 
biggest yet in home building and 
the stork is one of the reasons for 
it, a banker told the dealers attend- 
ing the annual convention of the 
Florida Lumber and Millwork As- 
sociation, April 16, 18, at Tampa. 

Charles W. Williams, vice-presi- 
dent of the Federal Reserve Bank, 
Richmond, Va., commented to the 
dealers at the convention that “it 
would not be surprising for total 
construction to approximate one 
million units.” 

Of the stork angle, Williams had 
this to say: 

“It is very difficult to subscribe 
to the pessimistic view that there 
is, or will be at any time soon, a 
saturation point reached in the 
housing field. 

The stork is still the busiest 
American bird. And the nearly 
4,000,000 births a year, along with 
1,500,000 marriages, in themselves 
constitute a long term demand for 
a million or more housing units 
yearly.” 

Clyde A. Fulton, president of the 
NRLDA, forecast expanded financ- 
ing, a normal labor supply and ade- 
quate materials that would “boost 
1952 business to the second best in 
the history of the country.” 

Fulton said a trend toward short- 
ages of materials, especially in steel, 
copper and aluminum had reversed 
itself and that now all critical ma- 
terials were plentiful. 

Arthur A. Hood, editor of Amer- 
ican Lumberman, was the moder- 


.ator for an open forum on making 


merchandising partners of manu- 
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facturers, wholesalers and dealers. 
Participating in the discussion were 
Fulton, Williams, Henry Munner- 
lyn, Bennettsville, S. C., national 
committeeman of the NRLDA, H. 
C. Berckes, secretary - manager, 
Southern Pine Association, New 


Orleans and John W. Rourk, presi- . 


dent, Timber Products Co., Orlando, 
Fla. 

More than 500 dealers attended 
the 32nd annual convention at. the 
Tampa Terrace Hotel. Francis J. 
Igou was re-elected president of the 
association for 1952-53. 


Dakota Dealers Elect Lund 


Henry F. Lund is the newly- 
elected president of the North Da- 
kota Retail Lumbermen’s : 
tion for 1952. 
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WILLIAM C. KETCHERSID, right, 
Prescott, who was elected the new 
president of the Arizona Retail Lun. 
ber & Builders Supply Association 
is congratulated by Gates Ferguson, 
Director of Advertising of the Celotex 
Corporation. 


Arizona Convention 


An air of optimism pervaded the 
Tucson Convention of the Arizona 
Retail Lumber and Builders Sup 
ply Association held on April 24, 
25 and 26. Presided over by Presi- 
dent James C. O’Malley, O’Malley 
Lumber Company of Phoenix, the 
well-attended convention featured 
informative speeches on merchal- 
dising, opportunities in the busi- 
nese remodeling field, new laws, 
financing and labor relations alorg 
with an equally varied social pro 
gram. 

Business in the state is expected 
to remain at a high level due t 
expanding agricultural, mining, de 
fense, and tourist industries. 

Frank Emery Cox of the Kaw 
neer Company told the dealers thal 
decentralization of business forces 
downtown merchants to moderniz 
their stores in order to keep 
with the more modern neighbor- 
hood competitors. Mr. Cox urged 
his listeners to aid downtown mer- 
chants in starting to remodel be 
fore business is lost to their more 
conveniently located competitors. 

William C. Ketchersid, Prescott, 
was elected the new president | of 
the association. His officers i 
clude: E, H. Petty, Tucson, vice 
president; Emron T. Wright, Phoe- 
nix, vice-president; 
bett, Tucson, vice-president; Henry 
Galbraith, Phoenix, treasurer; 4! 
G. R. Michaels, secretary-manage. 
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50 Years of Manufacturing 


Progress 


NLMA celebrates Golden Anniversary in May 
meeting and looks to wood technology for assurance of 


future sales. 


The 50th Anniversary meet- 
ing of the National Lumber 
Manufacturers Association 
opened May 8 in the Jefferson 
Hotel, St. Louis, Missouri. Pre- 
siding was John B. Veach, 
President of the Association. 
Veach told the 250-300 lumber- 
men that their Association has 
helped in the fight against in- 
flation—that the industry can 
take pride in having produced 
an abundance of lumber for all 
purposes, domestic and defense. 
In commenting upon future 
prospects, Veach stated, “if in- 
crease in tree growing continues 
through the next 10 or 15 years, 
and there is every reason to 
assume that it will, and if the 
per capita consumption of 
lumber continues to decline, we 
will have trees running out of 
our ears. . .” Veach said the 
industry must do a better job 
of selling. 

Chairman of the afternoon 
session was Hillman Luedde- 
mann, President of West Coast 
Lumberman’s Association and 
Vice President, Pope & Talbot, 
Inc. Portland, Oregon. The 
lead-off speaker, N. F. Mce- 
Gowin, President, W. T. Smith 
Lumber Company, Chapman, 
Alabama, traced operations of 
the lumber industry in the 
South from the early days to 
present day tree farms and 
gearing of harvest operations 
to forest growth. Of his own 
company, he said “many years 
ago we established a program 
of cutting which has never been 
changed. That method is pure 
selective cut which removes 
only the defective and crowded 
trees and leaves the best trees 
of all sizes standing as a grow- 
Ing stock.” 
_ Speaking on private forestry 
In the Pacific Northwest, J. P. 

eyerhaeuser, Jr., President 
of Weyerhaeuser Timber Com- 
pany, Tacoma, Washington, 
Said “forestry is essentially a 
development which must. be 
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based upon a sound economic 
background. Slowly but surely 
this necessary evolution has 
taken place.” 

Progress in forestry of the 
Lake States and the Northeast 
was set forth in a speech by 
Ernest Broderick, Secretary, 
Northeastern Lumber Manufac- 
turers Association, New York 
City. The state forestry pic- 
ture was presented by Fred 
Lang, state forester of Arkan- 
sas and President of the Asso- 
ciation of State Foresters. Fed- 
eral forestry progress over the 
past fifty years was brought 
out by Richard McArdle, as- 
sistant chief of the U. S. Forest 
Service, Washington, D. C. 

Taking “A Look Ahead” at 
forestry, Col. W. B. Greeley, 
Vice President of the West 
Coast Lumbermen’s Associa- 
tion, Portland, Oregon, stated 
that “in the crystal ball it is 
not difficult to glimpse for the 
future many encouraging pic- 
tures of the lumber business as 
part of a more closely knit 
forest industry. Perhaps the 
greatest promise of all for the 
industry lies in continued prog- 
ress in wood technology and the 
integrated utilization of timber. 

At an impressive Anniver- 
sary Dinner held that night, 
over 200 lumbermen and their 
wives in attendance partici- 
pated in a ceremony honoring 
past Presidents and managers 
of the Association. Winthrop 
M. Hallett, Jr., President of the 
Southern Hardwood Producers, 
Inc., chairmanned the event, 
with Stanley Horn, Editor of 
“The Southern Lumberman,” 
Nashville, Tenn., serving as 
toastmaster. NLMA President 
John B. Veach, on behalf of 
the Association, presented 
handsome bronze and walnut 
plaques to the presidents and 
managers. On hand to receive 
an award were: Walter B. Net- 
tleton, J. G. McNary, M. L. 
Fleishel, C. Arthur Bruce, H. M. 





N. F. McGOWIN, lead-off speaker for 
the May 8 afternoon session of NLMA’s 
Anniversary meeting, gave run-down 
on selective cutting in Southern lum- 
bering. 


Seaman, Royal Kellogg, R. A. 
Colgan, Jr., and Wilson Comp- 
ton. 


“During the first part of the 
morning session on May 9th, 
the lumbermen heard a number 
of speakers tell of progress in 
lumber production. Chairman 
of the session was J. R. Bemis, 
President, Southern Pine As- 
sociation. Speaking on logging 
progress made in the West, 
E. C. Olson, President, E. C. 
Olson Lumber Co., Spokane, 
Washington, said that “the log- 
ger of 1952 is still a tough gent 
and a hard worker” but “he no 
longer sleeps in a bare bunk- 
room or: carries his blankets.” 
W. R. Warner, President, 
Southern Lumber Co., Warren, 
Ark., told of vast changes in 
logging operations throughout 
the South, and A. E. Swanke, 
Manager, Tigerton Lumber Co., 
Tigerton, Wisc., said “progress 
in transportation represents one 
of the most significant and dra- 
matic changes in logging.” He 
was followed by E. Oswald 
Lightsey, who talked on lumber 
manufacturing progress in the 
South. 

Lumber manufacturing prog- 
ress in the West was the subject 
of a speech by J. F. Coleman, 
Kinzua, Ore., which was read 
by Homer Jamison, Fresno, 
Calif. Progress in hardwood 
lumber manufacturing was pre- 
sented by J. J. Linehan, Cin- 
cinnati, Ohio. Arthur Upson of 
Dupont, Arizona, former Sec- 

(continued on page 88) 
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WATERPROOF 
SISAL-REINFORCED 






PROTECTIVE PAPERS 





EASIEST TO SELL | 
All YEAR ’ROUND 





..-always profitable! — 





SISALKRAPFT: the BesT BUY in pro- 
tective paper is the BEST SELLER! Immediate de- 
liveries suggest it’s a good time right now to stock 
up for the demand tomorrow. 


You can tie in the sale of SISALKRAFT with 
many other materials, for protection on the job. 
For instance, with every sale of cement, suggest 
SISALKRAFT for curing and protection. Lumber, 
aggregates, etc., also need this protection on the job. 

For every farmer who comes into your yard, 
SISALKRAFT has many uses. Talk up ALL the 
applications. Display rolls of SISALKRAFT. You'll 
sell more. 

Stock it in widths of 36”, 48”, 60” 
72”, 84”, 96” . . . all popular. 


SISALATION: The modern low-cost re- 


flective insulation and vapor-barrier combined. 
Stock it now in 36” and 48” widths. 


NATIONALLY ADVERTISED to help create sales for you. 


FOR FREE SAMPLES, POSTERS, AD MATS and 
LITERATURE Write Dept. AL-6. 


THE SISALKRAFT Oe 205 W. Wacker Drive, CHICAGO 6, ILL. 


NEW YORK 17, N.Y. ° SAN FRANCISCO 5, CALIF. 

















precision aluminum windows! 


Buyers who know demand trouble free Metalart Aluminum windows for 
all types of wall construction in any climate. They know that Metalart 
windows deliver premium performance year after year and that ‘the 
initial low cost is the only cost because Metalart Aluminum Windows 
can not rust, rot, warp or swell and never require maintenance of or 
painting. Buyers know that Metalart windows with premium features 
(stainless steel hardware, neoprene and stainless weatherstripping and 
34%” extruded frame on the double hung; solid extruded sections, flash 
welded corners, extension type hinges and roto type hardware on the 
























Casement) will continue to give smooth operation for a lifetime. 


Precision Metalart Aluminum windows are available 
in double hung, casement and picture types. Full 
length or half length screens with aluminum frames 
or tension type screens are available for the doubh 
hung type. Full length aluminum framed screens 
are available for the casement series. Casement 
screens are for inside mounting for convenience. 





ct METAL ARTS MANUFACTURING COMPANY, INC. 

















AES QUALITY / 


A APPROVED ©. 








SEND FOR THIS 16-PAGE CATALOG. Our new Aluminum and 
Blue 16-page Catalog of Metalart Precision Aluminum Windows 
and other building products contains full information about the 
merits of Metalart windows, specifications, sizes, installation 
details, etc. Distributorships and dealerships available—write 
for complete details. 


P.O. Box 4144 


Member of Aluminum 


Atlanta, Ga 


Window Moanufocturers 












What's YOUR Answer? 


Test your product knowledge a 
well as your knowledge of what other 
dealers are doing by taking this quiz, 

Rate yourself 12 points for each 
correct answer. 100-90%—excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1—A Bimsco cruiser is not part 
of a steamship line but 
what? 


2—What Indian name does a 
redwood storm window 
manufacturer use to adver- 
tise his product? 


3—What Idaho crop is adver- 
tised as being kiln-dried 
from the nation’s finest 
stands? 


4—What three lines of power 
tools does a Kansas dealer 
carry? 


5—One dealer got smart and 
started packaging what re- 
lated group of outdoor 
items for children? 


6—Inner Seal is tough, flexible, 
neoprene-covered, sponge. 
rubber -cored. What is it: 


7—Roman brick gets a new 
treatment from what fa- 
mous roofing and _ siding 
company? 


8—The trouble with women 
shoppers when it comes 10 
lumber yards is what? 


9—What new siding product 
is said to combine the look 
of wood with the wear of 
stone? 


10—What paint brush mantr 
facturer produces taper 
tipped nylons? 


Answers on page 86 
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YOUR PROFIT-MAKING FORUM 


Pays off big 

Impulse buying adds up to a total of almost three 
billion dollars a year! Impulse purchases also lead to 
bigger purchases of major items, totaling many more 
pillions of dollars per year. Are you getting your 
share of profits from impulse buying? 

Summer is the best time to boost store traffic and 
profits from pick-up items—to get more people into 
the habit of shopping in your store regularly. And 
here’s a “natural” that will stop people in the street. 
Kindle new excitement in your summer merchandise 
with a special series of Barbecue Windows! The more 
realistic your settings, the better. Everybody loves 
outdoor living, and new ideas for making their homes 
and gardens more attractive. 

In one window, you might show how a stone fire- 
place for outdoor picnics can be built into a low brick 
or stone wall. And add interest by showing a rustic 
bench, a handsome wood basket and other garden 
accessories you sell, in the foreground. Another win- 
dow might show a porch fireplace on a stone or flag- 
stone terrace, with a white wheelbarrow filled with 
real geraniums in the foreground. 

For extra eye-appeal and buy-appeal, feature an- 
other outdoor fireplace flanked by an attractive garden 
table loaded with the makings of a mouthwatering 
barbecue! A platter of hot-dog buns, another piled 
high with ears of golden corn, a wooden salad bowl 
(scraps.of green crepe paper can be used to simulate 
a tossed green salad) and the chef’s favorite imple- 
ments. The more you suggest the end uses of your 
products such as outdoor fireplaces and garden ac- 
cessories, by showing them in natural, realistic set- 
tings, the more you’ll attract and the more you’ll sell! 


... extra power-pull 


Rustic and picket fencing, white-washed bricks, 
bird houses, porch lanterns, brass cranes for hanging 
flower pots, ornamental silhouettes in wrought iron, 
and lawn signs are just a few of the attractive props 
that can lend extra charm and pulling-power to such 
displays. The main thing is to use them with imagina- 
tion rather than over-abundance. A lifelike stone 
squirrel perched on a garden wall, an open picnic 
hamper on a small lawn table, or an enchanting 
border of pansies springing up in front of a low 
Picket fence draw excited comment, focus unusual 
attention on the main things you have to sell, provided 
such displays are highly unified. Too many props 
divide attention, defeat your purpose. 

Wild flowers and sprays of pretty greens can also 
be used with excellent effect, cost you nothing. Potted 
geraniums and small shrubs are another good bet— 
can be borrowed from your local florist if you give 
him a credit line on a small poster in each window. 

Particularly important — always publicize special 
Window exhibits a week in advance by running a line 
or two in big display type across the bottom of your 
newspaper ads like the two lines following (above) : 


ee 


by Norm A 
& =. dvertising, Inc. 
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“FASCINATING BARBECUE WINDOW DISPLAY! 
DON’T MISS IT—ALL NEXT WEEK!” 


At the same time, have all your salespeople invite 
everyone who drops in to “Be sure to see it next week 
—I know you'll enjoy it!” During the week or two 
of your special.exhibit, repeat your invitation in big 
display type across the bottom of all your ads with 
a line like, “BE SURE TO SEE OUR BARBECUE 
WINDOW DISPLAY!” 


There is no better way to build store traffic than 
by frequent invitations to special displays or events. 
Once people get the idea that something new is always 
cooking at your yard, they keep coming in to browse 
around between special events because they don’t 
want to miss anything. They become regular shoppers 
who stop in to look, end up buying many things on 
impulse and come back for more! 


. . + more "spending customers" 


Who’s the most likely to act on impulse? You bet— 
Mrs. Homemaker! Not only does she do 85% of all 
retail buying in this country ... 24% of everything 
she purchases is bought on sudden impulse. And as 
we have already pointed out, impulse sales total almost 
three billion dollars per year. 

For these reasons, it is more important than ever 
before to familiarize women with your selection of 
pick-up items and easy-to-buy merchandise—and to 
use every device you can to get them to associate your 
store with clever ideas for brightening their homes. 

Women are the most tireless shoppers and the most 
loyal customers, once they know you carry all kinds 
of time- and space-savers, gardening aids, smart, in- 
expensive gifts and home decorating items like fire- 
place and picnicking accessories, decorative mirrors, 
brass wall plaques and door knockers. But most women 
have no idea that lumber dealers carry such items, 
continually turn to local department stores, gift shops 
and hardware stores for many of the products you 
stock. 

Because women are constantly in the market for 
decorating ideas that show charm and imagination— 
and practical gadgets that save time, effort and money 
—here is a promotion that will attract them in great 
numbers, acquaint them with the fact that your yard 
is brimming over with the kind of merchandise they 
love to buy on impulse. 


. . « bring them running 


There’s nothing like a country fair or a church 
bazaar to bring the whole town running, especially 
in summer. So plan now for a Home Decorating 
Bazaar. 

A large schoolroom or the high school gym is an 
ideal place to put on your bazaar, with festive booths 
running around the room—each with a special name. 
Here are a few of the many themes to build around 
fascinating exhibits: Outdoor Living for Fun, show- 
ing trellisses, fencing, lawn furniture, birdbaths. Paint 
and Putter Shop, exhibiting all kinds of attractive 
wares for Do-It-Yourself Jobs. Host and Hostess 
Gift Shop, offering unusual gifts like handsome door- 
knockers or weathervanes that say, “Thank you for 
the wonderful weekend!” 
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MERCHANDISING CLINIC 


The Ever-Present 


Problem of Balance 


Liquidation of top-heavy inventories 
is not only the order of the day, but 
in many cases has reached the point 
where stocks on hand are inadequate. 
Turnover is essential to satisfactory 
profits but too much concentration on 
turnover can become an expensive 
luxury when the amount of materials 
on hand is so small that it results in 
the loss of sales. “Always being out” 
is not the way to make sales and in- 
crease profits. 


‘ Usually the pendulum 
swings too far in one direction 
or the other. 


"What's in It for Me?" 


An analysis of 100 ads in Life and 
The Saturday Evening Post (accord- 
ing to Advertising Agency) gives a 
breakdown of approaches considered 
to be most effective by those who 
spend the largest sums for advertis- 
ing. Here they are: News and infor- 
mation, 39; “best”, 18; commands, 
11; human interest, 10; story-editori- 
al, 7; money-saving, 5; prestige, 2; 
endorsements, 2; contest, 1. Informa- 
tion is what everybody wants most. 
Every ad should be able to answer 
the consumer question, “What’s in it 
for me?” 


..- Suggestion: Check your last 
ad against these 10 points and 
see how it rates. 


Biggest Store Launches 


Educational Program 
Sears, Roebuck & Company will 


spend $750,000 a year teaching 10,000 ° 


employes through Sears Extension In- 
stitute, more about the merchandising 
and use of such items as foundation 
garments, fabrics, paints, rugs and 
carpets, heating equipment and roof- 
ing. The free correspondence course 
developed by the world’s largest retail 
company will begin in June and the 
10,000 students from its ranks already 
have signed up. The Institute will 
offer seven courses and is intended 
to benefit employer, employes, and 
customers. 


. . . Customers go where they 
can get the most information. 


Price Is Never the Answer 


The fear of price competition in- 
variably is needless. Such salesmen 
rely too much on price and not enough 
on information. The interest of pros- 
pects is never aroused to the point 
where they will buy unless- they are 
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made to see how the product will en- 
able them to do something desirable 
for themselves. Price alone can sel- 
dom achieve this end except on stand- 
ard, day-to-day items. Food, for ex- 
ample. Otherwise the top-notch ap- 
proach always is information. 


. . - The best salesman is the 
man who knows most about 
what he is selling. 


Making the Price 


Seem Small 


What could be more pleasing to a 
prospect than to have the salesman 
say, “Here’s a feature that I’m sure 
will interest you.” Then after he has 
successfully unfolded his point, start 
in with another—each time obtaining 
the approval of the prospect. It 
doesn’t take many such volleys of in- 
formation to make the price seem en- 
tirely satisfactory when it comes time 
to quote it. 


. . Good salesmanship: (a) 
knowing your product. (b) be- 
lieving in it. (¢) convincing 
others. 


How Information 


Overcomes Price 


The home prospect had tried to ob- 
tain information at two local lumber 
yards but had been told to come back 
later after he knew more about the 
kind of a house he wanted, who was 
going to build it, how much material 
it would take. Both dealers would 
then be glad to quote prices. In the 
meantime, the prospect came across 
an ad offering “enough lumber to 
build this house” for what seemed to 
be an unusually small amount. So 
the prospect made the long trip and 
agreed to take the house at that 
price. 

“You didn’t buy a house at all, but 
merely a list of lumber,” said a pro- 
gressive dealer—an old friend he 


stopped to see on the way home. 


“Let’s check what you would get 
against what you’ll need to build the 
kind of house you want.” By seven 
o’clock that evening the prospect had 
eancelled his tentative order and 
signed up for everything required to 
erect the home that had _ been 
sketched out on the drawing board 
during the discussion. The dealer 
made the sale at his regular prices 
and the customer went on his way re- 
joicing, after making a substantial 
down payment. 


. .. There is no better way of 
obtaining the interest of the 
home prospect than by talking 
house. 


Taking Price Out 
of the Picture 


Three of the four lumber 

who had a chance at the sale of th 
house mentioned above lost out fy. 
cause they were thinking price rath, 
than what the prospect was trying 
buy. They assumed erroneously thy 
price came ahead of everything ¢dy 
In the ‘case of the first two d 
the best they ceuld hope for wag, 
chance to figure on a _ lumber jig 
which the contractor would buy froy 
the low bidder. The third dealer, why 
appeared to have made a sale, wa; 
easily taken out of the running whe 
the prospect saw his home take for 
on the drawing board. That was wha 
he was after! Service, not price, go 
the order for a lumber dealer wh 
knew his salesmanship. 


. .. Salesmanship grows in im- 
portance as production reaches 
new highs. 


It's "'Selling'' From Now On 


“This may be quite a shock to you 
—but odds are, you’re ’way behind o 
SELLING,” says Fortune magazine 
in announcing a series on “Selling in 
Today’s Economy. 

“Everybody reading this magazine 
is in selling,” it continues. “And al- 
most surely, everybody reading this 
magazine is out-of-date on selling. 
Maybe you’re a salesman yourself— 
maybe a sales staff works for you— 
maybe a sales manager works for you 
—maybe your job depends on some- 
one else selling. (Almost surely it 
does.) 

“But whatever you do, whatever 
your job, you and your firm and all of 
American industry will be caught 
short unless you turn your attention 
(personally and corporately) to the 
major problem of how to sell more—- 
and more effectively.” 


... PROBLEM: Production effi- 
ciency going up. Sales efficiency 
going down. 


"Rusty and Inadequate’ 


Dr. Robert A. Love, The City Col- 
lege, New York, puts it this way: 

“We undoubtedly have ahead of Us 
the severest competition ever know! 
to American business, both at home 
and abroad. Our machine for selling 
is rusty and inadequate. In the “30s 
it disposed of only a fraction of the 
present output. During the War, it 
remained idle. In the postwar boom, 
the ease of selling meant it has been 
only partly used.” : 

Any way you look at it, the job 


ahead is Selling with a good big capr | 


tal “S”. 
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. SOUTHERN PINE = SOUTHERN HARDWOODS 
\ WEST COAST WOODS \N 


NEB : 


a 

AR, Dealers—it will pay 
you to investigate 
aia CA the top quality lum- 
ber products and 
service offered by 
W. T. Ferguson Lbr. 
Co. You can’t beat 
Ferguson for value. 
Call, Wire or Write 
Ferguson today for 
your lumber needs. 


Jae 


Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 
sign. Capacity 1 million feet per 
charge. 


DRY SHEDS—Ample Storage Adjacent to Car- 
line Means Dry Lumber for you. 


DRY LOADING DOCK—Can Load 19 Cars 
Under Roof. Assures you quick 
Shipment Regardless of Weather. 


Missour! 


ut 8646 


Louls: 


rod eh 


Phone 





D. THERE IS NEVER A LET DOWN 
IN OUR QUALITY- 
PRECISION MANUFACTURE 





Mills at Anderson & Canby, California 
Sales Office: Anderson, California 











In the days of knighthood, armor was designed and 

forged by the master craftsmen of the land . . ; and 

a suit of the finest quality often required three years” 
at the forge and anvil. For quality without compro- 

mise, Wisconsin Knight Flush Doors sustain this tradition 

of master craftsmanship. Seven-ply ALL WOOD con- 

struction; strong, stable cores; wide rails, double lock- 

blocks and beautifully matched faces of birch or gum 
make the Wisconsin Knight a natural leader of the 

competitive door market. 


THE winanaiaiaandite 08 QUALITY OF - 
Wisconsin Wnight 

@ | FLUSH 
DOORS 


IS GUARANTEED 
IN WRITING 








Built to satisfy the quality market 
.-. priced to serve the economy 
matket; Wisconsin Knight offers 
fourteen attractive cutout styles, 
grid core, solid or half-solid cores, 
interior and exterior models. 


INVESTIGATE — 

Distributors: ask for prices and 
terms. 

Retailers: get the name of your 
distributor. 

CALL COLLECT: TExas 4-8008 


Wisconsin Hoor Company 


10101 Lyndon Avenue _ Detroit 21, Michigan ~ 
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WHAT’S NEW 








Products.... Sales Aids... . Literature 


SEND FOR THESE: 


Waxed Floors with Lots of ‘Lustre 
and Less Slip is the descriptive title 
of a folder on Less Slip Wax. This 
heavy-duty water emulsion floor treat- 
ment has a special ingredient that 
adds durability and subtracts slipperi- 
ness. It is easy to apply, self-drying, 
and self-polishing. Write Flexrock 
Company, Building Products Division 
AL, 3680 Cuthbert Street, Phila- 
delphia 4, Pa. 


Nation-wide popularity of the panel 


window is attested by a listing of 26 © 


manufacturers of wood sash and one 
aluminum sash maker now offering 
this standard type insulating window 
wall for glazing with Thermopane in- 
sulating glass. This is revealed in the 
new TP-9 folder of Libbey-Owens- 
Ford Glass Company outlining the 
current standard sizes of Thermo- 
pane and data on wood, steel and 
aluminum sash manufacturers who 
make sash to take Thermopane. The 
folder is American Institute of Archi- 
tects File No. 26-A—1952. The panel 
window system is primarily a wood 
unit containing nine lights of Ther- 
mopane of standard size 45% inches 
by 25% inches. The wood members 
are usually 2 by 6-inch members 











@ Eliminates surface nailing. Leaves roof beaut 
unmarred. 


@ May be inserted during application or after all 
shingles are laid. Ideal for hexagons, 3 in 1 
Strip, and individuals laid up Dutch Lap method, 


@ Solid copper. Cannot rust out. 

@ Hammer is only tool required to firmly anchor 
sections, but handy clipper is available at only 
$2.50 if desired. 

@ Millions used since 1935, 

DEALERS: Seal-All Clips can be sold with ever. 

shingle order. 





SEAL-ALL CLIP COMPANY 


4379 W. Pasadena Flint 1, Mich. 


Please send ( ) free samples and full infor- 
mation; ( ) dealer proposition 


NAME 





FIRM 
STREET. 
CITY & STATE 
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properly rabbetted so that the Ther- 
mopane may be glazed directly into 
the openings by means of stops. Vari- 
eties of the panels may be used so 
that the entire window system in a 
home may conform to the standard 
sizes. The Thermopane standard size 
is a half-inch type composed of two 
panes of %-inch polished plate or 
DSA window glass with %-inch air 
space between the panes. Write Lib- 
bey-Owens-Ford Glass Company, 
eo AL, Nicholas Building, Toledo 
3, io. 


The latest ideas in medicine cabi- 
nets and bathroom mirrors are shown 


in a new 4page brochure available . 


from The Hess Company, the nation’s 
oldest manufacturers of one-piece 
steel cabinets. Forty-four cabinet 
and mirror styles for commercial and 
residential use are described. Models 
suitable for any type of bathroom or 
powder room are available in all price 
ranges for new construction and re- 
modeling. Outstanding features of 
the nationally advertised Hess cabi- 
net line include bullet door catches, 
razor blade drops, fluorescent and in- 
candescent lights in stainless steel 
fixtures, safety chest for medicines, 
and adjustable toothbrush holders. 
For copy of the brochure write The 
Hess Company, Dept. AL, 1855 S. 
54th Avenue, Chicago 50, IIl. 


Youngstown Kitchens has released 
a new training program for distribu- 
tor and dealer service men. It con- 
sists of sound-slide films covering 
installation, operation, testing, adjust- 
ing, and repairing of Youngstown 
Kitchens Jet-Tower dishwashers and 
food waste disposers. About half the 
program is given over to class par- 
ticipation. Actual equipment is used, 
giving service men practical experi- 
ence. A film on customer relations 


shows how the service men can create _ 
good will for the dealer. Write Mul- ~ 


lins Manufacturing Corporation, Dept. 
AL, Warren, Ohio. 


“You Can Build Schools Now” is 
the title of an informative brochure 
which points out that in these days 
of defense demands on critical steel, 
there need be no slowdown in the na- 
tion’s vitally important school build- 
ing program. Thoughtful planning, 
utilizing proved clay masonry con- 
struction methods, reduces the use of 
critical steel to an absolute minimum. 
For copy of this brochure write Struc- 
tural Clay Products Institute, Dept. 
AL, = 18th St., N. W., Washington 


How private, “inside” business tele- 
phone systems bring increased effi- 
ciency to large or small business or- 
ganizations is told in a new folder 
which discusses savings, installation, 
equipment, planning, and offers free 
comprehensive survey. Write Auto- 
matic Electric Company, Dept. AL, 
- West Van Buren St., Chicago 7, 
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New Malarkey Folder 


Planned to be of real use to gy. 
chitects and builders is a new Al; 
file folder entitled “5 Great Malay. 
key Plywoods,” containing five a. 
tual samples of Malarkey Dougl 
Fir and Redwood Plywood mak 
available to architects by M and ¥ 
Wood Working Company. This 
attractive new-type folder is , 
quarter inch in thickness and fit 
in ordinary files. 
woods shown are Rift Grain Fir, 
Rift Grain Redwood, Rotary Cut 
Redwood, Redwood: Plywood ani 
Fir Plyweave. Addresses of six 
regional M and M offices are listed 
on the back. Write M and M Wood 
Working Company, Dept. AL, 2310 
N. Columbia Blvd., Portland, Ore, 








New Sloane-Blabon Catalog 


An important service has bee 
provided dealers by the Sloane 
Blabon Corporation in its new cata 
log illustrating the entire line of 
Sloane products: linoleum, prin 


goods, tiles and wall coverings. 


Decorating suggestions, worked out 
in room-setting sketches, feature 
the products in color and show 
their varied uses. In addition there 
are 12 color plates depicting differ- 
ent tile arrangements for cust 

designed floors. These illustrations 
point up the versatility of tile and 
its unlimited decorating poten 

for every room in the house. Text 
of the catalog contains descriptions 
of each item and directions for 
installing, with diagrams ai 
sketches as a guide. A chart % 
provided to estimate the amount of 
tile needed in an installation, with 
instructions for the actual laying 
of the tile. This catalog will 

augmented later with color plates 


Malarkey ply. | 
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of new items as they are introduced 
to the market. Write Sloane-Blabon 
Corporation (a Division of Alex- 
ander Smith, Inc.), Dept. AL, 295 
Fifth Ave., New York, N. Y. 


Patterns for Making Toys 


Stanley Tools announces two new 
sets of Six Toy Patterns, Pl and 
p2, for woodworking hobbyists. 
Each set has six patterns printed on 
11x17” pages, complete with help- 
ful hints for constructing, assem- 
bling and finishing. Instructions 
are easy to follow and the patterns 
are specially suited to beginning 
woodworkers. Toys are easily made 
with a minimum of lumber. Pat- 
tern outlines can be traced directly 
on the wood by use of carbon paper, 
or patterns may be cut out and 
mounted on cardboard to be used 
as templates. Designed by James 
and Vic Mankin, the two sets of 
patterns include a number of fas- 
cinating action toys that make de- 
lightful gifts for children. Write 
Educational Dept. AL, Stanley 
Tools, New Britain, Conn. 
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Roman Brick Design 


Reaching back into history for 
inspiration, Flintkote has adopted 
an age-old design for its latest in- 
sulating siding — Roman Brick. 
This slim handsome brick was first 
used in ancient Rome and since 
then has been considered the aristo- 
crat of brick design. It lends itself 
especially well to the low ranch- 
type home and is extensively used 
in modern, up-to-date shopping 
centers and commercial buildings. 
Flintkote Roman Brick Insulating 
Siding is currently available in a 
beautiful Coral Blend. The well- 
proportioned mortar line is a light 
gray—perfectly blending with the 
brick. By use of an exclusive Flint- 
kote process, the mortar line 
granules are prevented from dis- 
coloring the brick face, making 
each individual brick clear, clean, 
sharp. The well known line of 
Flintkote insulating sidings, which 
includes various designs such as 
Shake, Shingle, Narro-Lap, Ashlar, 
and conventional brick, is ship- 
lapped on all four sides. In addi- 
tion, the edges of this new siding 
panel are painted to further con- 
ceal joints and courses. Write The 
Flintkote Company, Building Ma- 
terials Division-AL, 30 Rockefeller 
Plaza, New York 20, N. Y. 
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Sliding Glass Doorwalls 


Formation of the Panorama Co., 
a subsidiary, to produce low-cost 
sliding glass doorwalls in stock 
sizes and models has been an- 
nounced by W. C. Watkins, presi- 
dent, Steelbilt, Inc. The new prod- 
uct, known as “Panorama,” is priced 
and engineered primarily for build- 
ers of quality bargain homes who 
wish to include the indoor-outdoor 
living theme as an important de- 
sign and selling feature, it was 
stated. “Several of the country’s 
large tract developers,” Mr. Wat- 
kins said, “cooperated with us in 
the development of Panorama. An 


8’ wide by 6’10” high Panorama 


unit will install, including local 
glazing, at an average cost of 
about $45 more than a conven- 
tional stud-and-plaster wall, window 
and door.” All Panorama styles and 
sizes are also available with 
“Thermo-glaze”’ as an economical 
dual glazing solution to thermal 
comfort problems, Mr. Watkins 
stated. “Thermo-glaze”’ is a pat- 
ented Steelbilt development to per- 
mit dual glazing on the job with" 
controlled dehydration of the sealed’ 
air space. Units are shipped as- 
sembled, without loose parts, ready 
to set in the rough opening. Write 
Steelbilt, Inc., Dept. AL, 4801 E. 
— Blvd., Los -Angeles, 
alif. 
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No headaches in Garage 


Door Sales when you 


4d 


Tal 


the COMPLETE Door Package 


the Oxty door 


that gives all SIX 
SELLING SERVICES 


“ 


1. ARCHITECT’S SPECIFICATION SERVICE when you 


need it. 


‘2. COMPLETE LINE—residential and industrial, 8’ x 7’ 


thru 12’ x 12’, 


3. FAST DELIVERY from local service warehouses. 
4. INSTALLATION and SERVICE CREWS when you need 


them. 


5. MAGI-COTE DIP seals wood against moisture, 


termites, fungus. 


6. NATIONAL ADVERTISING and local sales helps. 


Dealers the country over have told us that the trouble 
with the ORDINARY garage door deal is that all 
they get is a garage door to sell. That isn’t enough 
and we know it. So we’ve gone all the way and made 
the Fleetwood deal COMPLETE with everything you 
need for a successful, headache-less operation. 


Write for itis dalciamlabiclastchilels 


Cranford Door Company 





91-401 St. Jean 
Detroit 14, Mich. 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill 
contacts, knowledge of mill’s specialties, re- 
sources, manufacturing and shipping facili- 
ties and a thorough understanding of buyer's 
requirements, the leading Western Whole- 
salers below can help you take the worry 
out of your lumber buying. Tell them your 
needs. Let them supply your complete 
requirements. 





Morrill & Sturgeon 


Lumber Co. TW wane OF QuaLiTY 
YEON BLDG., PORTLAND, ORE. 





Pacific National Lumber Co. 
West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 
ALEXANDER LUMBER CO. 


435 Securities Bidg., Seattle 1, Wash. 
RAIL SHIPPERS © WESTERN FOREST PRODUCTS 
Specializing in Western Red Cedar Siding 
Telephone MUTUAL 2606 IWX SE 532 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 


Our 32nd Year 


ycouecumenunanmmrmeccensunmespeunnoenn teen, 


















564 Marker St., San rrencisco 4, Cal. 


MAUK SEATTLE LUMBER COMPANY 
3935 University Way, Seattle 5, Wash. 


WESTERN LUMBER MERCHANTS 
Eastern Office 4 Warehouse: 
THH C. A. MAUK LBR. CO., TOLHDO, O. 


Joseph A. Adair Lumber Co. 
520 $. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH 
PINE SPECIALISTS 


TEmple 1448 Teletype SP-175 


CURTIS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 659! Teletype: PD572 

















Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns. 
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Sonofaced Acoustical Tile 


Sonofaced tile, a non-combustible 
acoustical product with a newly de- 
signed plastic film facing, has been 
introduced by Owens-Corning Fi- 
berglas Corporation. The pattern, 
developed by Walter Dorwin 
Teague Associates, is printed in a 
neutral sand color on an off-white 
background and suggests the inter- 
twining fibers of glass which make 
up the board behind the tile’s face. 
Sonofaced tile reduces sound by 
diaphragmatic action. Characteris- 
tics of the tile’s combination film 
facing and sound-reducing board 
make the product adaptable for 
use in any ceiling area. Sonofaced 
ceilings are easy to clean and are 
firesafe. They have good light re- 
flection qualities, attractive appear- 
ance and high acoustical and ther- 
mal values. Tile used for scribing 
to walls and for fitting around 
ceiling obstructions has the film 
cemented on the edges and across 
its face. Sonofaced tile will be of- 


fered in a variety of colors. Write 
Owens-Corning Fiberglas Corpora- 
tion, Dept. 64-D2, Toledo 1, Ohio. 








New Sawhorse. Brackets 


These new Spee-Dee Sawhorse 
Brackets feature flanged nail holes 
that allow you to disassemble the 
horse anywhere for storing or 
transporting. All you have to do 
to take it down is slip a claw ham- 
mer under the raised nail head 


(see inset in photo) and pull j 
out. This feature saves hammeriy 
on the brackets to loosen naj 
Legs and rail of the brackets wij 
not slip, wiggle or work loose, Be 
cause nails are employed to make 
the assembly firm and secure, th 
sawhorse stays rigid no matte 
how hard you use it, and will ng 
fall apart when lifted by the raj 
Putting together a sawhorse with 
these brackets is quite simple. Ang 
they take either dressed or commo 
2x4 lumber. Spee-Dee Sawhorg 
brackets are made of heavy gauge 
steel fabricated for strength, haye 


rust resisting finish. They comp | 


packaged in attractive counter dis. 
play boxes. 


Central Ave., 
5, Mo. 


New Youngstown 
Counter Easels 


Two Youngstown Kitchens count- 
er easels, used by dealers to tell 
the Youngstown Kitchens story and 
explain the Jet-Tower dishwasher 
to potential customers, have been 
revised to include all the latest 
changes in the line. First of the 
new easels covers the entire 
Youngstown kitchen line. It has 
eight sections indexed as follows: 
cabinet sinks, food waste disposer, 
dishwasher, base cabinets, wall 
cabinets, accessories, kitchen /plan- 
ning, and kitchen installations. The 
disposer section has been expanded 
and more color has been added. The 
cabinet sections have been changed 
to include the rotary wall and 
rotary base cabinets, latest Youngs 
town Kitchen products. The dish- 
washer section has also been re 
vised to include all the latest im 
provements. The second easel, 
which is more specialized, dealing 
only with the Jet-Tower dishwasher 
and food waste disposer, has also 
been expanded and brought up 
date. Write Mullins Manufacturing 
eT Dept. AL, Warrel, 
Ohio. 
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Write Dalton Many. | 
facturing Co., Dept. AL, 20 South | 
St. Louis (Clayton) | 
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Walnut Veneer Types 


A new guide and set of standard 


contrasty and. dappled, and the 
fourth simply dappled; 40 plates 
are required to demonstrate the 
types now to be had in quantity. 
Many of the veneer figure types 
are shown in a variety of popular 
finishes. For example, stumpwood, 
a decorative and well-liked figure 
type found in no other species, is 
pictured in a series of panels—first 
in its unfinished state; then stained, 
filled, and with an “Early Amer- 
ican” finish; then open pore, lac- 
quer finish; and last, stained, filled, 
piano-type finish. For copies of the 
Walnut Veneer Types booklet write 
American Walnut Manufacturers’ 
Association, Dept. AL, 666 Lake 
Shore Drive, Chicago 11, IIl. 








Sliding-Door Mirror Cabinet 

This new mirror bathroom cab- 
inet offers added space and conveni- 
ence. Functional design combines 
large plate glass mirrors and 
gleaming chromium picture frame 





ing ifeations for the selection of 
ails ah veneers, shows all principal 
will qgure types of American Walnut 
Be. now available in quantity. Each 
ake of the numerous plates has a num- 
the ber, to be used in specifying that 
tter fgure type. Thus the designer can 
Not order from the plywood supplier 
al and he, in turn, can order from the 
mm | veneer firm, without possibility of 
And | error. Photographs illustrate the 
ion F variety of figures obtainable by the 
Ts B® sme method of cutting and_by 
» various methods of cutting. For 
= example, four half-round panels are 
me shown side by side, the first plain, 
> ® the second wild grain, and the next 
uth 
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Since 1895 


Manufacturers of Highest Quality 


Forest Products from 


; IDAHO WHITE PINE - PONDEROSA PINE 
i . DOUGLAS FIR - LARCH - ENGELMANN SPRUCE 


J \ J. Neils Lumber Company 





MILLS: Libby & Troy, Montana; Klickitat, Washington 
SALES OFFICES: New York, Chicago, Minneapolis 








TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 











Trade Mark 





Registered 





PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


\ay/ PAUL BUNYAN LUMBER CO. 


SUSANVILLE 





CALIFORNIA 
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RECESSED DOORS 


ne Moadertr way 


DORFLO is a new concept of 
ee and design aac @ 
simple, fool-proof, scissor- 
mechanism, cantelevered from 
within the wall. 

DORFLO makes sliding doors 
literally float in and out of their 
pockets with just a gentle pres- 
sure of the finger-tips . . . so 
easy even a child can operate it. 


@ Packaged hardware 
@ Ready-Unit sections— 





wall sections including all 
hardware, finished split 
jomb with built in steel 


bay te, 








Dept. 5, Bo 




















( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tite, 
wood or plaster, Pays 
dealers a bigger profit. 
SEUS BETTER because 
it WORKS BETTER. 


f,. form 
%, 


WILL NOT SHRINK 

STICKS AND STAYS py 

iT 
a 











Most dealers ye ‘ 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What’s more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see big sells so fast, and i apa so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham’s Rock-Ha 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
ndustrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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for that luxurious look. Mirror 
doors slide at finger’s touch to re- 
veal extra spacious interior cabinet 
in silvery Hammertone finish. 
Twin-Slide offers more than double 
the shelf space and mirror space 
of ordinary medicine cabinets. Six 
bulb edge shelves are readily ad- 
justable to any desired arrange- 
ment. For descriptive brochure 
write Standard Building Products 
Co., Dept. AL, 621 McDonald 
Ave., Brooklyn 18, N. Y. 


New—Valley Ply Sheathing 


A new Douglas fir plywood 
sheathing, trade-named Valley Ply, 
is now being introduced to the 
building markets. The new sheath- 
ing is being produced in three 
popular thicknesses: %4”, 4%” and 
52”, Panel sizes 4’ x 8’ and 2’ x 8’ 
are immediately available. Other 
dimensions can be provided on spe- 
cial order. According to Sales Man- 
ager J. A. Overgard, “Valley Ply 
is being priced to replace shiplap 
in the dealer’s inventory and on the 
job for builders and contractors. 
With approval of FHA for the use 
of %” plywood sheathing over 
rafters 24” on center, more and 
more sheathing will be used because 
of its greater strength and its 
savings in time and labor. Valley 
Ply sheathing offers many advan- 
tages. The big panels cover large 
areas quickly without wasteful fit- 
ting and sawing. The strong and 
rigid Valley Ply panels add extra 
strength and insulating value 
whether used as wall sheathing, 
sub-flooring, panel-backing or roof- 
decking.” Write Valley Plywood 


Co., Dept. AL, Box 789, Eugene, 
Ore. 





Majestic Dealer Display 

This new seven color, full size 
dealer display recently brought out 
by The Majestic Co., Inc., is now 
being offered to building supply 
dealers in the merchandising of 
outdoor fireplace equipment. It is 


a mock-up, of display card 
of a complete fireplace for the », 
pose of illustrating how the » 
sonry can be built around the » 
metal fireplace unit which the 
jestic Company manufactury 
While it contains a mock-up of 
metal fireplace unit, so that it i 
complete in itself, it is designg 
for the cardboard section 
senting the metal unit to ber 
removed and replaced with the y, 
tual product, The display is shippej 
K.D. in a compact, easily assembly 
form. Complete instructions fy 
assembly go with each package 
Write The Majestic Co., Inc., Dent, 
* 303-C Erie St., Huntingtm, 
nd. 








Hyster Attachment Catalog 


An attractive, 2-color catalog fe: 
turing attachments, tools and # 
cessories designed to lower the 
cost and increase the ease of ha 
dling materials with Hyster indu- 
trial trucks has just been issuel 
by the Hyster Company. The 4 


. page brochure includes model views 


diagrams, specifications, action pit 
tures, and explanatory text to bring 
out the features of the variols 
special-purpose additions to basi 
materials handling machines. Fo 
copy of catalog write Hyster Com 


pany, Dept. AL, 2902 N. E. Clack 


mas St., Portland 8, Ore. 


Portland Cement Stucco 


A recent national survey by pr? 
erty valuation engineers shows 
stucco exteriors cost a trifle i 
than wood and only 70% of brid 
according to the Metal Lath Matt 
facturers Association. } 
economies are even more imple 
sive when the need for painting * 
eliminated. Old frame houses @ 
be given a new attractive ¢ 
by “over-coating” wood siding ant 
shingles with metal lath and stu 
Substantial fuel savings are ™ 
possible by this extra ins 
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coat of reinforced portland cement 
mortar which seals cracks and other 
openings in the walls of the aging 
home. Adequately reinforced with 
expanded steel, portland cement 
stucco asks no favors from the 
weatherman. Cracking which is 
often blamed on the climate is more 
likely to be the result of bad work- 
manship, poor materials and light- 
weight reinforcing according to the 
Association. Specifications for Re- 
inforced Portland Cement Stucco 
for both new and remodeling work 
are now available. Write Metal 
Lath Manufacturers Association, 
Dept. AL, Engineers Building, 
Cleveland 14, Ohio. 





Panel-Vent 


A new glass block panel venti- 
lator is being offered by American 
Structural Products Company, 
manufacturers of Insulux Glass 
Block. Known as Panel-Vent, it 
consists of an actual half Insulux 
Glass Block housed in an aluminum, 
eight-inch, block-size frame. The 
half block swings outward on a 
hinge and its pattern matches that 
of the glass block panel. Panel- 
Vents are obtainable in any one 
of the six Insulux Glass Block de- 
signs. Opening and closing the 
half block is controlled by a stain- 
less steel handle operated from the 
inside. When closed, the block fits 
tightly against a gasket within the 
frame making it completely 
weather-tight. An aluminum screen 
on the inside keeps out insects. The 
Insulux Panel-Vent can be installed 
In existing panels as well as in new 
construction. It also can be used 
alone with concrete, brick or other 
materials to provide ventilation for 
a hallway, garage, attic, basement, 
closet or bathroom. Pre-coated with 
asphalt emulsion, it can be laid in 
— the Same manner as glass 

ock. Write Insulux Division, 
Company, De t AL, B a i08b Te 

» Vept. » DOX » 10- 
ledo, 1, Ohio. 
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use with Fenestra casement win- 
dows and basemént windows in resi- 
dential construction. The lintels 
are being produced in the Detroit 
plant in lengths from 2’6” to 7’. 
The formed lintels are 344” high 
by 344” or 44%” deep, on the wall 
bearing section. They are bonder- 
ized and painted, and are also avail- 
able with Fenestra’s galvanized 
finish, at extra cost. The company 
reports that the designed pressed 
metal lintels exceed general code 
requirements, with a strength in 
excess of the factor of safety ordi- 
narily assigned to structural steel. 
Formed edges hold the bed mortar 
and prevent lateral movement often 
found on smooth-surfaced hot-rolled 




































































Formed Steel Lintels 


Detroit Steel Products Company 
has begun manufacture and ship- 
ment of Formed Steel Lintels for 
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Ozan sends cards like this with every car 


of lumber shipped to check on the qual- Others 
ity. Ozan does this because it wants to Praise Ozan 
know the facts about how well satisfied Soft Pine. 
its customers are with its lumber. 
“. .. The car of lumber 


for which we are here- 
with handing you our 
check was one of the 
nicest cars of lumber we 
have ever received .. . 
the quality was excellent 
and the assortment of 


lengths was perfect...” 
—John J. Kuntz Lumber 
Co. 


All Ozan lumber is edge-trimmed after 
kiln drying to give you “straight-line” 
lumber and is kept under cover from 
kiln to box car to assure you of the finest 
possible quality. 


Ozan loads each grade and length sep- Sen: ai, Teves 


arately — and a steel band is placed 
around the lumber in each end of the 
car to prevent shifting and damage in 
transit. 


*. . « We consider this 
the best car of lumber 
we have had this year, 
strictly up to grade, nice 
and bright, clean in 
every respect and arrived 
in perfect condition. . .” 
— Supply Co., 
ine. 
Follow the lead of other buyers. Muncie, Indiana 


Standardize on Ozan Soft Pine. 


OZAN LUMBER COMPANY 


Prescott, Arkansas 
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sections. This movement, in some 
types of construction, usually shows 
up in the crumbling of the front 
edge mortar between steel and 
masonry. Use of Fenestra lintels 
will also result in reduction in the 
weight of steel required per house 
for lintels. Write Detroit Steel 
Products Co., Dept. AL, 2244 E. 
Grand Blvd., Detroit 11, Mich. 
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New Remodeling Unit 


A new bathtub alcove remodel- 
ing unit, specially designed to ap- 
peal to the home market, has been 
introduced by the Armstrong Cork 
Company. The unit, as it appears 
installed, is shown above. De- 
livered in a single package, the unit 
includes three pre-cut pieces of the 
company’s M-67 Monowall, along 


with metal channels and water- 
proofing channel filler to finish com- 
pletely the alcove about a five-foot 
tub. Designed for easy installation 
by the home craftsman or a car- 
penter with ordinary hand tools, it 
is available in four Monowall colors 
—Porcelain White, Wedgwood 
Blue, Primrose Yellow, and Cascade 
Green. Little or no cutting and 
extra fitting are necessary in in- 
stalling the unit. Metal channels 
are pre-cut to length and the corners 
are mitered at the factory. Write 
Armstrong Cork Company, Dept. 
AL, 4704 Ocean Ave., Lancaster, 
Pa. 


New Bor-N-Set Gang 


To help dealers merchandise the 
new Bor-N-Set series No. 100, No. 
200 and No. 300 Latchsets and 
Locksets, Bor-N-Set manufacturers 
are offering a new gang mount dis- 
play for counter, window or general 
display use. Precision mounted in 
triangular formation on this new 
display unit is No. 200 Latchset, a 
No. 300 Bath or Bedroom Set and 
a No. 400SD key lock. These locks 
are set far enough apart to afford 
easy trial operation by customers. 
The mount and base are beautifully 
fashioned from durable hardwood 
protected with a high luster lacquer 
finish. The unit is ideal for dealer 
demonstration of Bor-N-Set Lock 





action and the explanation of the} 


quick, easy Bor-N-Set installation, 
With use of a template, packed with 
each lock and containing easy-to. 
follow directions, Bor-N-Set Locks 
are installed by the boring of just 
two holes. 
necessary, 


Bor-N-Set Locks are 


self-aligning. Use of two machine 
screws causes them to automati- 
cally align. Write Hollymade Manv- 
facturing Company, Dept. AL, 4865 
Exposition Blvd., Los Angeles 16, 
Calif. 





Controlled Ventilation 


This ventilator is the actual size 
of a glass block. It blends har- 
moniously and requires no special 
preparation for installing. The out- 
side presents a series of horizontal 
obscure glass diffusers which main- 
tain the continuity of design by 
simulating a glass block. A fine 
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This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities — flooring, lath, cement — to proper height 
for loading materials into car or truck. T 
No. 11 elevates to 7 ft. 6 ins.; No. 16 elevates to 10 ft. 
Write for HANDIBELT Bulletin No. AL-62. 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 


Sales and Service in 


Principal Cities 


- 
SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 
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RAVITY & POWER 
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mesh wire screen inside the ven- 
tilator retards rain, snow, dirt and 


insects. It offers controlled ven- 
til: tion through the operation of 
two louvers, on the inside, that 
work on pivots and can be opened 


or closed to any degree. Available 
in .nree models: Standard Weather- 
Bloc has glass louvers inside and 
ouiside—6, 8 and 12” sizes. Econ- 
om, Weather-Bloc has steel louvers 
—permanent on the outside and 
adjustable on the inside—6 and 8” 
sizes only. Utility Weather-Bloc 
has permanent stainless steel 
louvers on the outside and adjust- 
able glass louvers on the inside—6, 
8 and 12” sizes. This ventilator 
can be installed in new or old con- 
struction wherever glass block walls 
or panels require a_ ventilator. 
Write Air Rectifiers, Inc., Dept. 
AL, 3734 North Southport Ave., 
Chicago 18, Ill. 


ALL PURPOSE 


NICKLE- 
PLATED 











All Purpose Holders 

Kk & J Enterprises is now manu- 
facturing the “All Purpose Hold- 
ers.”’ Nickle plated, the holders will 
hold most anything with a handle 
in the home, office, shop or store. 
They’ll enable order to be kept in 
closets, kitchens, cellars, garages, 
shops, store and toolbench. Write 
E & J Enterprises, Dept. AL, 37 
Grove Ave., Verona, N. J. 








Packaged Awnings, Canopies 


The Leigh Aristocrat, a new line 
of prepackaged metal awnings and 
canopies, has several distinguish- 
ing features. It was produced to 
meet the need for low-cost awnings 
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and canopies that in addition to 
style and attractiveness would have 
extra strength to withstand wind, 
snow, falling icicles, etc. Also for 
units that would be simple and easy 
for the homeowner to install single- 
handed with screwdriver and pliers. 
Aristocrat units are of heavy gauge 
steel, This steel is double protected. 
It has tight zine coating plus an 
additional bonderized coating for 
double weather protection. As- 
sembly is by aluminum bolts. Ven- 
tilation is provided through sides 
and back edge of top. Packed 
knock-down, .one per package. Write 
Leigh Building Products Division, 
Dept. AL, Coopersville, Mich. 
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Packaged Weather Strip 

National Guard’s new line of 
“Jack Frost” packaged weather 
strip, made of wool felt and rust- 
proof white metal, is easy to apply 
with hammer and snips. It may be 












above... Berry 8 x 
7 door with lights. 


BERRY DOOR 


a gate... THE STANDARD 
, OF THE INDUSTRY 


is set by 























At right . . . Inside 
of 16’ Berry Door 








showing’ diagonal 
grid design. 


. « Diagonal 
grid clear span roof 
design. 
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NOTE THESE 
IMPORTANT FEATURES 


@A Complete line, 8 x 7 and 
x 7 canopy and track 
types, 16 x 7 track type. 
@ All available with rubber- 
mounted lights with attrac- 


tive ‘’snap-in’’ rubber 
mouldings, factory installed, 
replaceable by owner. 

® Fastest, simplest installation 
in the field. 

® Owner - adjustable 
nisms. 

® Horizontal grooves to blend 
with contemporary home de- 
signs. 

®Durable zinc plating, plus 
bonderizing and a high 
grade factory prime coat of 
paint. 

® Foolproof locking mecha- 
nisms, latching on both 
sides. 

®@Moderately priced... 
actually costs less than 
wood. 

@®Spring cushion -stopping 
action. 


mecha- 


backs.” 





With the Strongest, Easiest Operating 
Garage Door Ever Built 


New diamond shaped frame eliminates the 
heavy, bulky construction common to other 
metal garage doors. Berry Door’s new diag- 
onal grid design makes use of light weight, 
narrow structural reinforcing sections — a prin- 
ciple proven successful in buildings with wide, 
unsupported spans. Accordingly, Berry Door 
is so strong and rigid that an 8 x 7 panel sup- 
ports a 50 Ib. load at any corner without 
serious deflection — and the 16’ door is the 
strongest the industry has ever known. Add to 
this time-tested over-size bearings and hard- 
ware designed by one of the “old-heads” in 
the industry and you have the secret of Berry 
Steel Door’s “featherlite’ touch. You have a 
door that wins owners and builders and gives 
you the assurance there will be no “come 


SEND TODAY FOR DETAILS ON THE BERRY 
DOOR LINE and the story for you building sup- 
ply dealers. 





STEEL DOOR CORP. 





360 S. Jessie St., Pontiac, Mich. 
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used to weather strip any type of 
door or window, either double hung 
or casement. It makes storm sashes 
weather-tight and is an_ ideal 
screen-door silencer. “Jack Frost” 
Weather Strip is a permanent 
weather-strip installation suitable 
for doors, windows, and around any 
area requiring insulation. It is 
attractively packaged in individual 
cartons, and comes in 18-foot rolls, 
sufficient for the average size win- 
dow or door. Write National Guard 
Products, Inc., Dept. AL, 540 Jack- 
son Ave., Memphis, Tenn. 





7 ciliiaciadiiit i 


Diiii aiat ction ii 
Desk Stapler with Cam-Action 
Thick pads of paper can now be 
stapled as easily as a few sheets 
with this compact stapler that can 
stitch booklets, folders, magazines, 
maps, blueprints, time cards and 
perform many other fastening jobs. 
Using the principle of long leverage 
and combining it with cam-action, 
this stapler accomplishes heavy 
work without effort. It is light in 





weight, takes up very little desk 
space and has a sure grip rubber- 
cushioned base that cannot mar the 
finest finish. Drives flat steel 


staples 11/64” to 9/16” long, that 
come in long bars and can be loaded 
from either end of the machine. 
Write The Heller Company, Dept. 
AL, 2149-H Superior Ave., Cleve- 
land 14, Ohio. 


Selcraft Plastic Tile Cutter 


This all-new plastic tile cutter 
is said to combine light weight 
with rugged construction. Weigh- 
ing only 8 lbs., this machine fea- 





tures major parts of hardened steel, 
machined working surfaces, 2 
Oilite bearings which never re- 
quire oiling and a handle with a 
spring action which always returns 
to position automatically. It will 
cut plastic tile, metal tile and even 
rubber and linoleum up to and in- 
cluding 814”. Write Walter BE. 


Selck and Co., Dept. AL, 225 W. 
Hubbard St., Chicago 10, Ill. 





New Lock Plug 


A new, heavy-duty electric plug 
with a positive but simple locking 
device, reportedly sells for a frac- 
tion of the cost of similar units. 
Known as the Hopax Lock-Plug, it 
is connected in the same simple 
manner as any ordinary male plug 
commonly used in home, office, fac- 
tory and in the field. The Hopax 
Lock-Plug fits any standard twin 
receptacle. A heavy-metal adaptor 
plate with locking slots, fits directly 
over the receptacle plate and is held 
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Sliding of furniture in daily living—dashing feet 
of children at play—in homes, too, floors must take itl 


Through generations, in humble homes and man- 
sions, HORNER smooth, beautiful Northern Michigan 
maple and birch floors have proved their matchless 
durability, mellowing beauty, and ease and economy 
of maintenance. For really permanent home floors, 
sell HORNER Flooring! Write or telephone (Houghton, 


Mich. 852) for full information. 


HORNER FLOORING CO. 


215 Maple Ave., Dollar Bay, Mich. 


HORNER 
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full details. 
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14,000-Acre Timber Tract 
Plus 5-Mile Lake anaCamp 


Located in Franklin Co., New York, 1,548 ft. high in the Adirondacks, 
this 14,000-acre property with private lake 5 miles long and 30,000,000 
feet of hardwood developing, offers unusual opportunities to the organi- 
zation seeking a long-range return on original investment. 
ings include 2l-room main building, 10-room lodge, 5-room gatehouse, 4- 
room cottage, 2 garages, boathouse and supplementary buildings. 50 
excellent sites around lake for expansion as needed. Unexcelled hunting 
and fishing have never been open to public. Property is offered—on con- 
venient terms—completely furnished, including 2 Chris-crafts. 
Ask your broker or us for illustrated brochure AL-43573. 
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The National Real Estate Clearing House 


NEW YORK 22—49 E. 53rd St. » PHILADELPHIA 2—1518 Walnut St. 

BOSTON 9 — 20 Kilby Street » PALM BEACH — 270 South County Road 

CHICAGO 4 — 231 S. LaSalle St. * SAN FRANCISCO 4 — 68 Post St. 
LOS ANGELES 17 — 900 Wilshire Blvd. 
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DOOR with three tools. 
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\77 THE NEW 
© DOOR AND FRAME 


PACKAGED UNIT 


Save labor to move 16 tools from opening 
to opening —Install a READY HUNG 


READY HUNG DOOR CORP., DEPT 8 
FORT WORTH 2, TEXAS 


June 2, 1952, AMERICAN LUMBERMAN & 
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‘htly in place with a center screw. 
roe plug has a sliding collar 
e uipped with lugs to fit into two 
«king slots on the adaptor plate. 
’fter the plug is inserted into the 
y ul receptacle through the adaptor 
».ate, a slight twist of the plug 
« jlar locks the plug firmly in place 

til released by the operator. 
\’rite Hopax Electric, Inc., Dept. 
Al, 547 Greenwich St., New York 
13, N. &. 
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New How-ell-dors 


Howell Manufacturing Co. has 
announced the addition of the “‘Pic- 
ire’ and the California Redwood 
loors to its stock How-ell-dor line. 
ihe quality “Picture” door, to be 
manufactured in volume produc- 
tion, will be two panels wide, five 
sections high with second section 
open for glass. The door will be 
i°g” thick, in standard sizes 9’ 
wide x 7’ high and 8’ wide x 7’ 
high as well as other sizes made to 
order. On an experimental basis, 
a supply of doors using kiln dried 
B and better California Redwood 
has been manufactured, made with 
LLum-Sealed fir plywood panels. The 
Redwood door will be one size only, 
8’ wide x 7’ high—type B-64, with 
the top section or second section 
open for glass. Write Howell Man- 
ufacturing Co., Dept. AL, Cottman 
St. . Hasbrook Ave., Philadelphia 
ii, Fa 











Closet-Front Package 


National Door Co. now offers an- 
other complete, new closet-front 
package ... a combination of ward- 
robe and cupboard sliding doors. 
The combination includes two sets 
of sliding doors: the large sliding 
doors give access to the closet 
proper, while the small separate 
set of sliding doors, directly above, 
makes the shelf or cupboard space 
easily available. In this new 
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Sli-d-o-o-r combination, both cup- 
board and wardrobe sliding doors 
are made of 34” Novoply, which 
takes paint or stains, does not bleed 
or check, and is not subject to grain 
raising. The package is shipped 
complete with hardware attached, 
Novoply doors and select jambs, 
header and fascia. The unit trims 
right to the finish ceiling line, 
eliminating the need for framing 
above the doors. The wardrobe 
doors operate smoothly and easily 
on an overhead, ball-bearing track. 
Several Sli-d-o-o-r combinations can 
be joined together to build a com- 
plete sliding storage wall. Write 
National Door Co., Dept. AL, 11 
Michigan Ave., Kenilworth, N. J. 





Metal Adjustable Jacks 

The cost of handling lumber can 
be cut up to 40%, reports the 
manufacturer of this metal adjust- 








: Shipments of . 
> Top Quality ¥ 
* Southern PINE : 
- and HARDWOOD . 


. Lumber , 











Serving you from three modern mills at 


PHONE 
L.D. 16 


‘Springhill, La.—Calion, Ark.—Urbana, Ark. 
Cutting more than 40,000,000 feet annually. 
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able lumber jack. This is a light 
heavy-duty jack, adjustable from 
26 inches to five feet (16” to 30” 
with 13” base for unloading box- 
cars), strongly welded and has a 
spring steel base 16” wide. These 
lumber jacks, with rotating, tilting 
heads, make it possible for one man 
to handle lumber. Work is made 
easier, time is saved and the lum- 
ber is not marred. Can be used 
for building loads, unloading box 
cars, stock piling, cut off saws, and 
moving timbers. Write S. A. Lum- 
ber Equipment Co., Dept. AL, 1319 
South Main St., Santa Ana, Calif. 





Aluminum Combination Door 
Feather-Lite’s aluminum combi- 

nation storm and sereen door offers 

a lifetime of winter and summer 


comfort plus economy. The manu- 
facturer presents these facts: 1— 
glass set in rubber, air tight, water 
tight, 2— all aluminum—will not 
warp, crack or rust; needs no paint, 
3— all doors are made to measure 
to insure accurate fit, 3— easily 
converted from glass to screens 
from inside in less than 30 seconds, 
4— no intricate mechanism to cause 
trouble in later years, 6— all ex- 
truded sections insure close fit with 
utmost rigidity, 7— no annual re- 
pairing, refitting or painting, 8— 
blends with any style home and 








adds lasting beauty. The Feather- 
Lite all aluminum combination 
storm and screen door has been 
developed after extensive research 
and is built to rigid engineering 
standards. For descriptive booklet, 
write Feather-Lite Manufacturing 
Company, Dept. AL, 8205 Lyndon, 
Detroit 21, Mich. 





(2). 7 8” Glass Overlap W: 


(3). Feather Light Balane 
sive Cranking To Open 


ba S Phenolic Washers An 
Driving Linkage — No 


(5). Shoulder Rivets — Bu 


No Freeze Up Possibil 
(6). Stainless Steel Pivots - 
— 

Jal-O-Vent 
Shown above is a_ thumbnail 
sketch of installation details for 


the Jal-O-Vent, a 7-inch balanced 
louver glass jalousie built by mod- 
ern assembly line methods. The 
sketch is from Superior Window 
Company’s large descriptive folder 
giving installation details for wood 
frame, brick veneer, solid brick and 
concrete block. The company’s 
aluminum semi-awning glass jal- 
ousies complete with equipment 
and hardware, are constantly gain- 
ing popularity throughout’ the 
country. Here are the 7 Super- 
Quality Features of the Jal-O-Vent 
as listed by the manufacturer: 
(1) 7” Glass Louvers, (2) 7 8” 
glass overlap weathertight, (3) 
Feather-light balance, no excessive 
cranking to open or close, (4) 
phenolic washers and bushings on 
driving linkage—no metal to metal 
contact, (5) shoulder rivets—built- 





FLOORING? 


The Brand 
you want 
is 





DAK FLOORING 


P, ©. Box 1449 





LOOKING FOR QUALITY OAK 









CARPENTER OAK FLOORING Co. 


906 North 40th Street 
BIRMINGHAM, ALABAMA 


Telephone 9-6147-8 
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in clearance—no freezeup possibil- 
ity, (6) stainless steel pivots—best 
material, (7) 4” depth extruded 
frame for strength. For copy cf 
this folder which includes complete 
specifications write Superior Wir- 
dow Co., Dept. AL, 5300 N. W. 
37th Ave., Miami, Fla. 


Clips for Roof Beauty 


Seal-All Clips for interlockin:; 
shingle sections and _ preventin;: 
raising of asphalt shingle tabs, arv 
designed to increase the life of roo? 
beauty. The clips eliminate sur- 
face nailing, They may be insert- 
ed during application or after al! 
shingles are laid. Ideal for hexa- 
gons, 3 in 1 strip, and individuals 
laid up Dutch Lap method. Seal- 
All Clips are of solid copper. Only 
a hammer is needed to anchor sec- 
tions. A clipper is available, how- 
ever, if desired. Write Seal-Al! 
Clip Company, Dept. AL, 4379 W. 
Pasadena, Flint 1, Mich. 





Adjustable Office Chairs 


Operator fatigue is often the 
cause of a drop in office production 
during the last hour of the work- 
ing day. This fatigue can be great- 
ly reduced according to scientific re- 
search, by installing the proper of- 
fice chairs. Aluminum Cushioner 
Office Chairs are the subject of a 
new folder on how to increase ef- 
ficiency by reducing fatigue. These 
chairs can be adjusted for individ- 
ual differences to provide full sup- 
port for the spinal column and hip 
bones, and prevent pressure on the 
nerves and bloodvessels under the 
thighs. Shock absorber action is 
built into the chairs by a combina- 
tion of foam rubber cushioning and 
a resilient spring base. For copy of 
folder FF-139 on how to reduce 
operator fatigue, write Remington 
Rand Ince., Dept. AL, 315 Fourth 
Ave., New York 10, N. Y. 
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7 *AL: #1 and #2 adjustable in height. 3”, 314” 











®@ Buitpinc Propucts MERCHANDISER 





Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


IMMEDIATE SHIPMENT 
Straight or Mixed Cars 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


Sales Office: 


(1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont 





RAINY LAKE LUMBER CO. LTD. 











Sectional 





a 
Overall Base Top 
Length Section Section 
ALP #1 Custom 8, ft. ~ 4” 
ALF #2 DeLuxe 8%, ft. 4” 3” 
ALP #3 Special 8, ft. : 3” 


or adapter furnished to fit lantern collar. 


ALL COPPER 
ID ANGUSONKS 


Overall 

Heighe Square 
No. S-1 The Newport 24” 13” 
No. $2 The Mayfair 20” 1044.” 
No. $3 The Hampshire 17” 9” 


Lanterns finished in Satin Black. 


LITEWAY MEG. CORP. 


Box 798 MIDDLETOWN, CONN. 


































WHY WASTE & MOVING RR CARS 
BY YESTERDAY'S METHODS | 


Takes only one man— 
any man — with a 
SILENT HOIST Electric- 
Driven Capstan Car 
Puller, to move 1 to 20 
cars bulging with build- 3 
_ing supplies! Nogroan- aay 
ing, no sweating, no fm 
back-breaking...no in- 
juries, no truck break- 
downs, no downtime 
losses! Engineered to 
work in the worst 
weather, heat, or cold, 
it serves for years and 
years without oiling or other attention... and it 
costs so little! You’ll be amazed how it boosts 
production and profits. You'll wonder how you 
ever got along without it. Join the hundreds of 
users who swear by the SILENT HOIST Car puter. 
Write today for Bulletin No. 64A. 








SILENT HOIST & CRANE CO., 860 63rd ST., BROOKLYN 20, N.Y. 


MIXED CARS 
A SPECIALTY. 
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NAMES IN THE NEWS 





Simpson Logging Company Exhibit 


Dramatizing the 
manufacturing of 
insulating board 
products from 
raw wood to fin- 
ished product is 
this novel ex- 
hibit of the Simp- 
son Logging 
Company, Seattle, 


Wash. Photo- 
graphed with the 
display are Ar- 


thur Vandersys, 
assistant regional 
sales manager of 
the northwest re- 
gion, and Harvey 
Warnaca, 
sales representa- 
tive, southern re- 
gion. 

By means of 
running lights, paintings and pho- 
tographs, the viewer traces the move- 
ment of wood pieces from Simpson’s 
sawmills and _ factories, formerly 
burned as waste, through the manu- 
facturing processes in the woodfiber 
plant. One feature of the display is 
a series of bins containing actual 
samples of raw wood pieces, wood 
chips as they enter the steam “di- 





gester,” and wet pulp held in sus- 
pension by revolving blades. The 
finished products are displayed in a 
plastic “jewel-case,” tastefully lighted 
and arranged to provide a startling 
contrast to the rough raw wood at 
the opposite end of the exhibit. The 
Simpson Logging Company has three 
exhibits traveling throughout’ the 
United States this year. 





New Wide Flange Tile Shown at 26 Conventions 


Wood Conver- 
sion Company, 
St. Paul, Minn., 
is introducing the 
new wide flange 
stapling tile in 
its line of insula- 
tion board prod- 
ucts at 26 lumber 
conventions this 
year, it was an- 
nounced by M. S. 
Wolf, general 
sales manager. 

The convention 
display announces 
the Nu-Wood 
double tile fea- 
ture, the only 
line of insulation 
board tile for 
both clip and sta- 
ple application. 








Weather-Seal's Newest Sub- 
sidiary—Barberton Wholesale 


Formation of a new northeastern 
Ohio lumber merchandising subsid- 
iary, specializing in California Red- 
wood, has been revealed by Weather- 
Seal, Inc., Barberton, Ohio. 

The subsidiary-——-Barberton Whole- 
sale Lumber Co.—will operate as a 
division of Weather-Seal, manufactur- 
er of combination storm-screen win- 
dows and doors and prime windows 
for home construction. A veteran 

Cleveland lumberman— Robert OO. 


Bernhardi—is general manager. Mr. 
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Bernhardi emphasized that Barberton 
Wholesale will operate as a separate 
division entirely divorced from the 
Etling Window and Lyman-Hawkins 
operations. He reported that the 
wholesale company will concentrate 
on soft woods for the building trade. 
Several sites in the Barberton-Akron 
area are being considered for the 
firm’s warehouse and lumber yard. 
Temporary headquarters are located 
in Weather-Seal’s general offices at 
24 Huston St., Barberton. 


The new subsidiary marks another 


step in the expansion of Weather-Seal 
into the lumber and building materials 





field. In 1950, the company introduced 
the Etling Window—a double-lung 
window that swings into the home for 
cleaning—and constructed a new pro. 
duction plant in Orrville. 

The same year, the company pur. 
chased the Lyman-Hawkins Lumber 
Co., one of the largest and oldest lum- 
ber concerns in neighboring Akron. 


R.C.A. Rubber Company 
in Expansion Program 


The postwar period has seen a! most 
a continuous building expansion pro- 
gram at R.C.A. Rubber Co., Aron, 
Ohio, according to Frank Todd, vice. 
president. The rapid growth of Flexi- 
Flor and Wall-Fiex, rubber floor and 
wall coverings, and the complete re. 
lated line of accessories and trim 
materials, has necessitated this fourth 
office and plant expansion under con- 
struction at the present time. 

An additional floor is being added 
to one part of the building as well 
as a new wing adjoining the front of 
the building. Enlarged area will! not 
only provide increased facilities for 
production and warehousing but add 
greatly needed space for office per- 
sonnel, according to Jerry Miller, 
sales manager. 

The new quarters are expected to 
be completed for occupation by mid- 
year. 


Sta-Dri Water Repellent 
Demonstrations on TV 


Del Mar Services, Inc., Chicago, 
distributors of Sta-Dri in the Chicago, 
northern Illinois, northern Indiana and 
southern Michigan areas, is sponsor- 
ing the Betty Jordan Weather Show, 
10:25 to 10:30 P. M., Station WBKB 
on Tuesday and Thursday nights. The 
program began April 22 to increase 
consumer familiarity with Sta-Dri wa- 
ter repellent. MacDonald-Cook Com- 
pany is the agency for Del Mar Serv- 
ices, Inc. 

Sta-Dri is applied to basement walls 
to prevent water seepage. Actual 
demonstrations of its use make up the 
program’s commercials, with emphasis 
on the 100% money back guarantee. 


Record Advertising Budget 
Announced by U. S. Plywood 


United States Plywood Corporation 
has approved a record yearly adver- 
tising budget of more than $1,250,000, 
it was announced by S. W. Antoville, 
vice-president and director of sales. 

Mr. Antoville said the new budget 
was by far the biggest advertising ex- 
penditure by any company in the ply- 
wood industry. During the past year, 
he said the company has increased its 
number of warehouse distribution 
units throughout the country to 52 
and enlarged the scope of its key 
dealer program to the point where 
it now comprises 1700 lumber yards. 

New products to be featured in the 
forthcoming campaign include Novo- 
ply, a new kind of laminate made of 
resin-impregnated wood fibers, and 
Armorply Chalkboard which consists 
of green procelain-enameled sieel 
glued to plywood. 
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Reduce Delivery Costs 
and Speed up Deliveries 


with R. B 
ROLL-OFF 
TRUCK BODY 







SINCE 1918 


Load 
and 

Unload a Load 
at a time on 


Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Catalog ond Prices 


pre Bettas ae 
















The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 












THE NEW 
DOOR AND FRAME 
PACKAGED UNIT 


WA-2 


Eliminate "'Butches''— He COULD have in- 
led READY HUNG DOOR. nano eens ae ane See: 








Spraying by Plane 
Our Future Crop of Timber 


INSURANCE © 

FOR YOUR FUTURE NEEDS OF 
@ HARDWOODS 
@ WHITE PINE 
@ HEMLOCK 


DEFEND YOUR TRADE with 





MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER Xiln-dried 














CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 
to slightly less in diameter. 


Only genuine Simonds Bits and Shanks used. 
Over 50 years’ experience 


J. H. MINER SAW MFG. COMPANY 
Meridian, Miss. 
The original Miner Service 


Write for free Lumber & Log Scale — Dept. A 

















Buitpinc Propucts MERCHANDISER 


ST in flooring 


Customers come back for more 
when you sell “Mt. Vernon” 
flooring. Carefully kiln dried, 
manufactured, and graded, the 
Mt. Vernon brand is your best 
buy insurance. 


OAK e BEECH & PECAN 
HARDWOOD FLOORING 





Modern dry kilns, planing mill and 
oak flooring plant mean top quality. 


BAND SAWN HARDWOODS 
AVAILABLE 


Look for and write to: 











MOUNTIVERNON 
Her OORING 





MOBILE RIVER SAW MILL CO., INC. 


Mt.: Vernon, Alabama 
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LEFT TO RIGHT: Carroll Rice, sales 


manager, York Supply Co., 
Ky.; Dave Eggenberger, sales man- 
ager, York Supply Co., Cincinnati; 
B. T. Roe, vice-president-sales, Tracy 
Mfg. Co.; Gene Jones, sales manager, 
York Supply Co., Dayton; Robert I. 
McConachine, vice-president, York 
Supply Co. 


York Supply Holds 3-City 
Meeting on Tracy Kitchens 


York Supply Company, operating 
offices and distributing establishments 
in Cincinnati, Dayton and Lexington, 
called its entire sales organization 
into meeting at the Netherland Plaza, 
to get acquainted with products and 
story of the Tracy Manufacturing 
Company, Division of Edgewater Steel 
Company, Pittsburgh. 

Announcement of the appointment 
of York Supply to distribute Tracy 
products in the three market areas 
served by York, was made by B. T. 
Roe, vice-president—sales, Tracy. Mr. 
Roe also sketched the Tracy history, 
record of phenomenal growth, and ex- 
panded production facilities. 

The importance of the kitchen mar- 
ket was described by Frederic Kam- 
mann, president of Kammann-Mahan, 
Inc., the advertising-marketing agency 
which has been serving Tracy for the 
last three years. He outlined the ad- 
vertising and promotional support 
which would be available to the dis- 
tributing organization. 

Details of Tracy products were pre- 
sented by Art Johns, manager of 
dealer development for Tracy, with 
demonstration of features and user 
advantages. A sound-slide presenta- 
tion provided a dramatic story of 
kitchen opportunities for the retail 
dealer. 


Lexington, 


Moe Light's West Coast 
Regional Sales Meeting 


Moe Light, Inc., Fort Atkinson, 
Wis., manufacturers of a complete 
line of residential lighting fixtures, 
met recently at the Sonoma Mission 
Inn at Boyes Springs, Calif., to con- 
duct its first Western Division Sales 
Conference. 

Lasting three days, the confer- 
ence concerned itself chiefly with 
selling techniques and a practical 
approach to the problems of that 
specific region. Among the topics 
also covered during the meetings, 
were the company’s new plant and 
additional productive facilities at 
Princeton, Ky., a preview of the 
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national advertising and sales pro- 
motion plans for the last three- 
quarters of 1952, and a thorough 
discussion of a sales training pro- 
gram for Moe Light wholesalers. 
It was reported that the Moe light 
district managers and sales repre- 
sentatives enthusiastically endorsed 
the new “regional approach” and 
the success of the meetings has en- 
couraged the company to continue 
the practice not only on the west 
coast but in all other Moe Light 
sales regions. 


Selck Announces 
June Plans 


The Hudee Sink Frame System now 
carries the Good Housekeeping Guar- 
anty Seal. Frank Williams, adver- 
tising and sales promotion manager 
of Walter E. Seleck and Co., Chicago, 
announces that its first consumer ad- 
vertising campaign on Hudee will be- 
gin in June with a full column ad in 
Good Housekeeping Magazine. A vig- 
orous merchandising program has 
been inaugurated by Selck to help its 
dealers and distributors tie in their 
sales efforts with the new promotion. 
Many new sales aids, such as envelope 
stuffers, counter display cards and ad 
reprints, are available. 

June also means “Attic Club” time 
at Selck’s—and the firm’s customers 
and friends will find the usual warm 
welcome awaiting them. There will 
be a number of unusual, attractive and 
informative displays and demonstra- 
tions of floor and wall coverings, 
tools, equipment and accessories, in 
addition to the refreshments and en- 
tertainment which have become syn- 
onymous with Selck’s “Attic Club.” 

An outstanding feature of Selck’s 
market plans will be an elaborate 
Attic Club Festival celebrating the 
manufacture of the “one millionth” 
Hudee Sink Frame. 


Georgia-Pacific Products Now 
at Detroit Warehouse 


Nationally known products’ of 
Georgia-Pacific Plywood Company are 
now available to customers in the 
greater Detroit area through the re- 
cently opened Georgia-Pacific ware- 
house at 5159 Loraine Ave. in De- 
troit, Mich. 

The newest warehouse in Georgia- 
Pacific’s national chain of 19 ware- 
houses carries stocks of Douglas Fir 
plywood, GPX, Wedge-Wood, hard- 
wood plywood, interior and exterior 
doors, interior gum and birch flush 
doors, lumber and millwork and mold- 
ing items. 

Robert T. Giffin, who has 18 years’ 
experience in the industry, has been 
named Detroit manager according to 
an announcement by J. N. Cheat- 
ham, midwestern vice-president. Mr. 
Giffin, a graduate of the University 
of Pennsylvania’s Wharton School, 
has been associated with Johns- 
Manville and was vice-president of 
Michigan Wholesalers. 

Ros Curtis, Jr., former president of 
the Ros Curtis Company, has joined 
Georgia-Pacific as assistant manager 
at Detroit and is giving special at- 
tention to customer needs for mill- 
work and molding. 
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National-American 
Annual Meeting 


A new attendance record was set 
at the 60th annual meeting of the Na- 
tional-American Wholesale Lumber 
Association, May 6, 7 at the Edge. 
water Beach Hotel in Chicago. 

In his opening address President 
Edward W. Conklin, Buffalo, N. Y.,, 
cited the valuable role of the whole- 
saler in the sale of building materials, 
The lumber wholesaler, he said, is ree- 
ognized today for the essential func- 
tion he performs in distributing ‘he 
products of literally thousands of 
mills, many with no way of marketing 
what they produce. 

Western manager Paul C. Stevens, 
Portland, Ore., discussed the growth 
of conservation and remarked that: 

“With defense spending running be- 
tween three and four billion dollars 
per month ... with employment over 
62 million . . . with national income 
in high gear and personal savings 
crowding 12 billion, the outlook is not 
blue for 1952. Predictions for 850,000 
new homes are definitely on the con- 
servative side.” 

The members unanimously adopted 
a resolution asking congress not to 
renew the wage and price control sec- 
tions of the Defense Production Act 
that expires June 30. 

The board of directors re-elected 
the following officers: Edward W. 
Conklin, president; Roy M. Janin, first 
vice president; J. Philip Boyd, second 
vice-president; Frank S. MeNally, 
treasurer and Sid L. Darling, secre- 
tary-directing manager. Assistant 
secretary Charles J. Fisher and west- 
ern manager Paul C. Stevens, were 
also reappointed. 


Correspondence Course 
Offered Armstrong 
Acoustical Salesmen 


Sales training for acoustical con- 
tractor salesmen by means of a cor- 
respondence course is being offered 
by the Armstrong Cork Company, 
Lancaster, Pa. The 14-lesson course 
is designed to equip acoustical sales- 
men as specialists in the field of 
acoustics. No charge will be made for 
the course. Subjects to be covered in- 
clude Physics of Sound, Theory of 
Acoustics, Acoustical Correction. 
Noise Quieting, Sales Data, Federal 
Specifications, Promotion and Selling 
Aids, Installation Data, General In- 
formation on all types of Acoustical 
Materials, Applied Selling Problems, 
and Recommended Sales Presenta- 
tions. 

The text for the lessons will be the 
company’s Acoustical Contractor's 
Sales Manual and additional pam- 
phlets and data will be mailed to the 
salesmen with the lessons. Each les- 
son will require the completion of 
various exercises and tests which. 
when completed by the salesmen, will 
be mailed to Armstrong for correc- 
tion and comment. Completed answers 
and tests will be returned to the sales- 
man for his use as a permanent refer- 
ence file on each subject. 

Upon satisfactory completion of the 
course, the student will be awarded a 
diploma. Eligible for enrollment is 
any salesman or prospective salesman 
authorized by an approved Armstrong 
Acoustical Contractor. 
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Are Your Builders "Caught with 
their Bridges Down?" 


(Not if they're made with Met-Cro Steel) 






SWITCH 


ee \ 9 

THEM to 
z= ‘7 MET-CRO* 
FY 2 \ Steel 


¥ Cross Bridging 


No sawing, no fitting. Just 5 quick moves from carton to fin- 
ished application. 


Speed and ease of application mean savings for your customers 
-sales for you. 


e Easy to Install 
e Easy to Sell 
e Code Approved 


Standard Sizes 
#101 #102 #122 











Centers ww rT we Ww 
ea 2x 8 3x10 3x6 2x 8 3xl0 
ere 3x 8 2xi2 2x8 3x 8 2xI2 


2x10 3x12 3x8 2xl0 3xi2 











Special Sizes on Order — Shipping Wt. 
Approx. 50 Ibs. per box of 100 


LIST PRICE $16.00 per 100, F.0.B. 
Factory 


*Copyright — Pat. No. 2,455,904 


Simple to install 
Opens like a scissor 

















Met-Cro Specialties Company, Inc. 
87-31 78th Street — Woodhaven 21, L. I., N. Y. 





SO SIMPLE —SO FAST 
Pixy 7 NOTHING 
(’” CAN EQUAL IT! 








DEALER AND JOBBER 
INQUIRIES é 
INVITED 


Its on ma FLASH 
Simply jab FLASH BRIDGE into position; give it a 
thrust with the butt of the palm—then, drive home 
the two nails in the bottom plate that will anchor 


it firmly, forever. Made of cold rolled steel, rust 
treated. Can be bridged as easily with floor laid 


as without! 
Flash Bridge Company «¢ Holland, Mich. 


WESTERN 


SOUTHERN 
FOREST 
PRODUCTS 


DEPENDABLE 
SERVICE 
SINCE 1928 
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WHOLESALE LUMBER 
1791 HOWARD STREET — CHICAGO 26, ILL. 
TELEPHONES: ROGERS PARK 4-7148 & 4-7149 





Buitptnc Propucts MERCHANDISER 





For Paint and Hardware Profits 





The Original Ready-to-Use 
Patching Plaster 


Clean, easy to spread, sets slow, 
contains no lime. Perfect for 

patching before painting. Does 
NO-MIXING @ not harden in can. Correctly 


NO waste mixed. Saves time. Used by pro- 


fessionals and home owners. 








"00th all interior husy** 





Convenient Retail Sizes 
Popular Prices 
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Ready-to-Use Brush Cleaner for 
Oil, Rubber, Water Base Paints 


Non-inflammable, no offensive odor, 
makes old brushes like new. Cleans 
Paint Rollers as well as Brushes. Rinses 
out with clear water. No mixing re- 
quired. 








Handy Retail Size. Professional Quality 





Write for Complete Details and Prices 
Ready Patch @ M&H Brush Cleaner @ Texture Paint @ Wall Paper Remover 


M&H LABORATORIES 


2705 Archer Avenue e Chicago 8, Illinois 












or Ten 
CONVENTIONAL 
ovoRs 


INGTALLED 






Pat. NO. 
2489029 
OTHERS PEND. 
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mS THE NEW 
= DOOR AND FRAME 


M-2 PACKAGED UNIT 





With READY HUNG DOORS—the saving reapy 
is in the labor of installation. saan oauee . ee “ 











GET YOURSELF MORE 
BUSINESS by using our car- 
toons in your newspaper 
advertising. There are 104 
cartoons on Remodeling, 
Roofing, Additions, New 
Homes, etc. Mats come in 





| and 2 column sizes. Also 
350 tie-in copy suggestions. 
Write today for information 
on EXCLUSIVE for your city. 


LIL-AD FEATURES, 


RFD 3, Santa Ana, Calif. 














NEST!" 
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For installing asbestos cement- 
type wallboard use Hassall 
wallboard drive screws. Spe- 
cifically designed with spiral 
threading for better holding 
power. Supplied with nickel- 
plated finish with either cas- 
ing or button heads. Advise 
quantities. Prompt delivery. 


SPECIAL WuaULS RIVETS SCREWS, 


160 Clay Street 
Brooklyn 22, N. Y. 
Established 1850 


marHE 
NEW YOR J 


The PLYMOUTH 
offers you 
EVERYTHING 


in the center of 


EVERYTHING 


Free radio in every spacious 
room, Television available 
to every guest. Air- 

Conditioned Bar and 
Restaurant. Garage. 
Accommodations for 1000 


Write for selectionof popular SX 
VISITOURS as 


Packaged all expense- 
included thrill trips with 
meals, shows and all the 
sights of the wonder city. 


Leslie £.“Paul 


Managing Director 


g 
= 
3 
a 
Z 
& 








Wh 


W/Z 


West 49th STREET bet. 
BWAY and RADIO CITY 
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JOHN HASSALL, INC. 








Largest Pushbutton 


Joan Dugan shows the world’s larg- 
est pushbutton exhibited at the 1952 
Cincinnati Homebuilders’ Show. 

Measuring 24” high and 12” across, 
the gigantic pushbutton is part of a 
display for the new Push-Lite made 
by NuTone, Inc., Cincinnati, Ohio. 

Push-Lite is an electrically-lighted 
front door pushbutton. It remains 
lighted all the time, throwing illumi- 
nation on a nameplate. 


Sharp Elected President 
of Hotpoint, Inc. 


John C. Sharp was elected president, 
general manager, and a director of 
Hotpoint, Inc., Chicago, by a board 
of directors’ action to succeed James 
J. Nance, who resigned to become 
president of Packard Motor Co. Mr. 
Sharp, who has been with Hotpoint 
for 23 years, was vice-president and 
chief engineer. He also served on the 
company’s management executive 
committee. 

Before joining Hotpoint Mr. Sharp 
had started his business career in 
sales engineering with Standard Oil 
Co., in Chicago. He has attracted in- 
dustry attention for studies he has 
directed on high frequency heating as 
well as several national citations for 
major appliance designs developed un- 
der his direction. 


Steinbrook Lumber Corp. 
Promotes Jack Sloven 


J. Arthur Stein, president of Stein- 
brook Lumber Corp., Lynbrook, N. Y., 
announced that at the annual meet- 
ing of the board of directors, Jack C. 
Sloven was promoted to the office of 
executive vice-president. 

Mr. Sloven is a graduate of Me- 
chanics Institute and went to work 
for Steinbrook at the age of 17 as a 
tally boy. He has worked his way up 
in the organization through the book- 
keeping and sales department and as 
manager. He has been associated with 
Steinbrook Lumber Corp. throughout 
his entire career of 20 years, with the 
exception of four and a half years 
during World War II when he served 
with the United States Army. 


Baris' 25th Anniversary 


The J. C. Baris Lumber Co., 76 
Beaver St., New York City, has passed 
a 25th milestone in the establishment 
of the company in the wholesale lum- 
ber business. 


COMPANIES ANNOUNCE 


The Kawneer Company, Niles, Mich., 
has announced the adoption of a new 
program of sales development, David 
S. Miller, vice-president of architec- 
tural sales, reported. Frank J. Smith 





has been appointed manager of sales 
development to direct the program. He 
will head an overall plan of sales de. 
velopment, coordinating the phases of 
advertising, training, and public rela. 
tions. Mr. Smith brings to Kawneer 
an active experience in sales develop. 
ment, particularly in the building ma- 
terials field. Before joining Kawneer, 
he held the position of director of ad- 
vertising and sales promotion for Nu- 
Tone, Incorporated, in Cincinnati, 
Ohio, where he was also presiden: of 
the Cincinnati Industrial Advertisers, 
The new Kawneer executive was in- 
ternational director of the Nationai In- 
dustrial Advertisers Association, and 
a member of the National Sales Ex. 
ecutives. 


Dan J. Carroll is serving as Man. 
ager of the Residential Products Divi- 
sion, according to E. C. Hodges, vice- 
president in charge of sales for De- 
troit Steel Products Company, Detroit, 
Mich. Mr. Carroll is now in complete 
charge of marketing Fenestra resi- 
dential casements, basement and util- 
ity windows, and their accessories. 
In his long association with the com- 
pany, he began with service in adver- 
tising and sales promotion, and later 
in the former Buffalo sales territory. 
He made many friends in the trade 
while supervising, over a long period, 
all Fenestra exhibits for national 
shows, such as for the National Asso- 
ciation of Home Builders, and many 
local home and dealer shows. Mr. 
Carroll’s versatile experience also in- 
cluded, for a time, management of the 
company’s residential products divi- 
sion; and, in recent years, the sales 
promotion and sales training depart- 
ments. 


A. G. “Al” Monroe was named sales 
manager of the Aluminum Auto-Lok 
Window Sales Division, Max Hoffman, 
president of the Ludman Corporation, 
Miami, announced. Mr. Monroe is well 
known in the window industry, having 
been associated with the Ludman or- 
ganization since 1945. For the past 
two years he has been district man- 
ager of the midwest office located in 
St. Louis, Mo. 


Hazel Dell Brown, for more than 30 
years head of the interior decorating 
activities of the Armstrong Cork Com- 
pany, has retired, according to Max 
Banzhaf, Armstrong’s director of ad- 
vertising and promotion. Mrs. Brown 
has been succeeded as manager of 
Armstrong’s Bureau of Interior Deco- 
ration by Miss Mary Kraft, assistant 
manager of the Bureau for the past 
eight years. Miss Sara Emerson has 
been appointed assistant manager. 


Fred G. Johnson is now trade pyro- 
motion manager of the Merchandisig 
Division of Weyerhaeuser Sales Com- 
pany, St. Paul, Minn., according to a 
recent announcement by T. Linccln 
O’Gara, vice-president and merchan- 
dising director. Mr. Johnson will mo- 
tivate the merchandising program as 
related to retail lumber dealers, build- 
ers, and consumers. He will supervise 
conventions and exhibits, as well as 
maintain a complete field analysis 
program. He returns to the buildiig 
materials industry after six years «Ss 
general sales manager and a director 
of Wm. Bros. Boiler & Mfg. Co. 
Minneapolis. Lumber dealers and 
builders know Mr. Johnson best for 
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English Type 
RAIL and HURDLE 


FENCE 


ALL TYPES 


For F states or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
trea‘ed with nationally known 


PENTA PRESERVATIVE 


PROFITS for YOU! | 


YOU SELL FENCE 
We Carry Inventory 


Will ship, in your name, from 
our Yards in Toledo and 
West Virginia 





















[WOOD PRODUCTS C0, ro. 
5 | 





in the service of 


| LUMBERMEN 


@ Specialists in protection for 
the lumber industry. 
Substantial dividends have been returned to 
policyholders since organization in 1912. 





@ professional safety engineers 


@ more than 90 branch claim offices 
coast to coast and in Canada. 





Operating in New York state as 








Lumbermen's Mutual y Company of Illinois 
James S. Kemper, chairman ¢ H. G. Kemper, president 
Chicago 40 


AUTOMATIC 
GA UGE 


TANNEWITZ 


for Swing Saws 


SAVES 


30 Days Free Trial 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGAN 
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DOOR AND FRAME 
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wo-2 
Quit worrying about poor workmen ruining 
expensive materials. Even a poor workman READY HUNG DOOR CORP., DEPT. B 
can install READY HUNG DOORS. FORT WORTH 2, TEXAS 








BuILpING Propucts MERCHANDISER 








It is the kind of flooring that 
will build repeat business for 


you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 





Prompt shipment of most 
sizes and grades, 


Send us your inquiries. 


THE OZARK OAK FLOORING CO. 


BISMARCK, ey 


MISSOURI 











STRAIGHT CARS 
MIXED CARS 


including Lumber. 
Plywood, Doors 


G 


ro THE GRISWOLD LUMBER Lo. E 


Dependable 
Values 


Prompt 
Shipment 





Manufacturers & Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 


Carlton Manufacturing Co. L. 
TON, OREGON CARLTON, OREGON 








13 Milliea Feet Anavel Cut 43 Milliea Feet Anavel Cut 


AFFILIATED 
CARL 
MILL INTERESTS: 





H. L, Lumber Corp. 
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his work with United States Gypsum 
Co., Chicago, where he rose from 
supervising sales of insulation board 
in a three-state area to product ad- 
vertising and sales promotion manager 
in his 15 years with the firm. He 
left U.S.G. in 1945 to join the Bros 
Company. 


Raymond E. Martin, former manu- 
facturers’ sales representative, is 
serving as sales manager of Land- 
en Putty Works, Inc., Malden, Mass. 
The announcement was made by C. J. 
Landen, president of the firm. As 
sales manager for the manufacturers 
of Flexiseal caulking and glazing 
compounds and Landen Putty, Mr. 
Martin is now responsible for di- 
recting the company’s expansion pro- 
gram which has already required 
greatly enlarged production facilities 
to keep pace with the growing de- 
mand for Landen products. He ex- 
pects to spend a large part of his 
time on the road working’ with 
Landen sales representatives and 
calling personally on the firm’s cus- 
tomers. 


OBITUARIES 


DR. EDWARD HENRY BERGER, 
59, Asphalt Consultant for Johns- 
Manville Corporation and one of the 
country’s leading industrial scientists, 
died May 12 at his home in Roseland, 
N. J. Dr. Berger joined Johns-Man- 
ville in August, 1924, as a technical 
assistant in research and product de- 
velopment and since that time had a 
distinguished career with the com- 
pany as Chief Chemist and Asphalt 
Consultant. He was appointed to the 
latter post in 1948. 

Long active in industry affairs, Dr. 
Serger was Chairman of Research 
Committee of the Asphalt Roofing In- 
dustry Bureau and Chairman of the 
Technical Research Committee of the 
Asphalt Tile Institute. In 1952 Dr. 
3erger was honored by the Asphalt 
Tile Institute with its Achievement 
Award for “meritorious service” in 
contributing “immeasurably to the 
technical growth of the industry.” Dr. 
3erger was the second person to be 
so honored by the Institute. 


W.C. LUBRECHT, general manager 
of the lumber department of the Ana- 
conda Copper Mining Company at 
Bonner from 1925 until his retirement 
in 1949, died at the age of 80. He was 
in the service of Anaconda’s lumber 
department for 52 years. He started 
in the firm’s retail lumber yard at 
Anaconda in December, 1897; the next 
year was made yard manager at Ham- 
ilton, and started his half a century 
of service at Bonner in August, 1899. 

Upon retirement three years ago 
next fall he and Mrs. Lubrecht moved 
to Missoula. 

Mr. Lubrecht’s interest in lumber- 
ing was industry-wide. He had been 
a director and vice-president of the 
Western Pine association, a trustee 
and vice-president of the Western For- 
estry and Conservation association, 
president of the Blackfoot Forest Pro- 
tective association and a director of 
the Timber Products Manufacturers 
association and the Northern Mon- 
tana Forestry association. For many 
years he was a member of the state 
board of forestry. 

Recently, he received a signal recog- 
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nition in being elected the first hon- 
orary director of the Timber Products 
Manufacturers Association. In taking 
this action at its annual meeting in 
Missoula, TPM cited Mr. Lubrecht as 
“the dean of all lumbermen” for his 
ability and service to the industry. 


His activities embraced all phases 
of conservation of timber and wild- 
life. 


SUB B. NICHOLS, 55, who for 
some 12 years was a member of the 
inspection force of the Southern Pine 
Inspection Bureau, died on May 18 
in Winnfield, La., following an opera- 
tion. Mr. Nichols had engaged in 
sawmill work all of his life, having 
been employed by such mills as the 
Kirby Lumber Corporation, Rogan- 
ville, Tex., Jasper (Tex.) County Lum- 
ber Co., Frost Lumber Industries, Nac- 
ogdoches, Tex., and Tilford-Hunt Lum- 
ber Co., Nacogdoches, Tex. He joined 
the inspection staff of the Southern 
Pine Inspection Bureau in 1940. For 
the past several years, he has super- 
vised grading at Bureau mills in Lou- 
isiana, with headquarters at Winnfield, 
and was highly regarded by all of the 
lumbermen in that area. 


BURT COLDREN, retired chairman 
of the board of The Hallack and How- 
ard Lumber Company, Denver, Colo., 
died in that city May 8, at the age of 
89. His was a career that covered more 
than two-thirds of the lumber indus- 
try’s history in the Rocky Mountain 
Region, with all its vast changes. 

For 62 years he was associated with 
Hallack and Howard which he joined 
in 1888. He became treasurer and gen- 
eral manager in 1895 at the retirement 
of one of the founders, Charles Hal- 
lack. In 1922, upon the death of J. H. 
Howard, another of the founders, Mr. 
Coldren was elected president. He was 
named chairman of the board in 1947, 
and retired November 30, 1950. 

During his service, Hallack and 
Howard grew from a small planing 
mill to the largest building materials 
manufacturing-distributing firm in the 
mountain states. His son, Fred G. 
Coldren, now is vice-president of the 
company. 


W. T. MURRAY, 77, died May 2 
in Alexandria, La., following a heart 
attack. He was prominent for more 
than a half century in southern lum- 
ber manufacturing and was active in 
recent years in the oil business. 


Mr. Murray was a leader in the 
standardization program of Southern 
Pine lumber grades and sizes and was 
influential in standardization work on 
a national scale. For 25 years Mr. 
Murray served as chairman of the 
grading committee of the Southern 
Pine Association and later acted as 
head of the board of governors of 
the Southern Pine Inspection Bureau. 

Recognizing the values of coopera- 
tion in industry, he served as a di- 
rector of SPA, the Hardwood Manu- 
facturers Institute and the National 
Lumber Manufacturers Association. 


After operating sawmills in Arkan- 
sas, Mr. Murray was associated with 
the Tremont Lumber Company, Ro- 
chelle, La., for approximately a quar- 
ter-century. Since 1946, he has en- 
gaged in oil activities. 
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Answers to What's 
YOUR Answer? 
Stop! Read questions on page 64. 

1—A truck that Bimsco, Inc., South 
Bend, Ind., uses for home delivery 
service. See p. 40. 

2—Papoose. See ad p. 28. 

3—North Idaho Engelmann Spruce, 
Pack River Sales Co., Spokane, Wash, 
See ad p. 29. 

4—Atlas, Skil and Shopsmith. Sce p, 
44, 

5—White play sand and play ox, 
See story on page 52. 

6—Weather stripping. Bridgeport 
Fabrics, Inc., Bridgeport, Conn. See 
ad p. 51. 

7—Flintkote. See What’s New de- 
scription, p. 69. 

8—They aren’t informed as to what 
impulse items the lumber dealer ¢ar- 
ries. That’s why they still turn to 
department stores. See page 65. 

9—Century Nu-Grain, product of 
Keasbey & Mattison Co., Ambler, Pa. 
See ad p. 43. 

10—The Wooster Brush Co., Woos- 
ter Ohio. See ad p. 23. 





A WORLD OF HARDWOODS 


(continued from page 50) 





“Living Tree,” a stately white 
oak that greets visitors as they 
enter the exhibit. A portion of 
the trunk has been cut away 
and a large magnifying glass 
placed over the portion to show 
its inner structures. Colored 
lights running up and down 
the trunk show the flow of the 
sap. In this same room, colored 
translites, each eight feet tall, 
will show the roots of the tree, 
a 1% inch cube of wood enlarged 
450 times will show its cellular 
construction, and a third trans- 
lite will show its leaf structure, 
the food factories of the tree. 

The major point the Museum 
stresses in all its exhibits is, 
“learning can be fun.” The 
Paul Bunyan cabin, apparently 
“just for fun,” teaches some of 
America’s finest authentic na- 
tive folklore. 

This northwoods cabin is 
tipped at an angle not notice- 
able until the visitor enters and 
finds it hard to keep his bal- 
ance. He is greeted by a giant 
model face of Paul Bunyan, 
who with moving lips recites 
some of the folk tales that have 
grown up about the lumber in- 
dustry in America. The roon 
contains some of the out-sixe 
knick-knacks belonging to Paul 
Bunyan and through peep-holes 
in one wall, one can see some 
of the weird animals Paul met 
in his wanderings. 

Other rooms will show a 
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Suve 34% days water hauls — With READY 
HUNG DOORS. 4 days work is done in \4 READY HUNG DOOR CORP., DEPT. 8 
jay FORT WORTH 2, TEXAS 


ALIFORNIA 


SUGAR & WESTERN 


- PINE AGENCY, INC. 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR Selects and 
PINE _..., 


- California Ponderosa Pine 
Mouldings and Cut Stock 


Suger Pine Specialists for 45 Years 


Pattern Lumber 





~ 








ANACONDA 
COPPER 


MINING COMPANY 


Lumber Department 


BONNER 
MONTANA 























classified 
advertising ... 


. is the quick, economical way to find what 
you’re looking for. Check the classified pages each 
and every issue—you’ll find column after column 
offering real business opportunities. 


. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Every other 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 
issue. 











LH. L. 


Lumber Corp., Carlton, Ore. 


Manufacturers 


Douglas Fir 


A Sustained Yield Operation 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 











Manufacturers of Band Sawn 


NORTH CAROLINA PINE 
SOUTHERN HARDWOODS 
CYPRESS 


e 
End-Matched PINE, OAK, - 
MAPLE AND GUM FLOORING 


Modern Moore Kilns — Planing Mill Facilities 


Members: 





ROTHERS 

PEELED ES IOS. 
MILEY. SOUTH CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 
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model sawmill in operation; ad- 
hesives used in gluing wood and 
hardwoods used in furniture 
and office exteriors. The ex- 
hibit includes a comfortable 
lounge tastefully appointed 
with hardwood furniture. 


50 YEARS OF MANUFACTURING 
PROGRESS 


(continued from page 63) 








retary of the Central Commit- 
tee on Lumber Standards, 
traced the evolution of soft- 
wood lumber standards. Hard- 
wood lumber standards prog- 
ress was given by T. M. Mil- 
lett, T. M. Millett Lumber Co., 
Louisville, Ky., for Lee Rob- 
inson, Mobile River Sawmill 
Co., Mt. Vernon, Ala. 

E. C. Johnson, J. A. Bunt- 
ley Lumber Co., Zimmerman, 
La., read a speech prepared by 
W. T. Murray, former chair- 
man, NLMA Committee on 
Lumber Standards. Another 
portion of the morning session 
dealt with progress in lumber 
products. Milton Craft, Presi- 
dent, Chapman Dewey Lumber 
Co., Memphis, Tenn., spoke on 
fifty years of progress in floor- 
ing, vehicle material, and con- 
tainers. Advancement in me- 
chanical fasteners, adhesives 
and wood treatments were set 
forth by Leonard G. Carpenter, 
Vice President, McCloud Lum- 
ber Co., Minneapolis, Minn. 
Carpenter paid tribute to the 
Timber Engineering Co., Wash- 
ington, D. C., for its research 
and sales promotion in the 
fields of fasteners, adhesives 
and wood treatments. The tre- 
mendous growth of engineered 
wood construction was related 
by Ward Mayer, President, 
Timber Structures, Inc., Port- 
land, Ore. C. D. Dosker, Presi- 
dent, Gamble Brothers, Inc., 
Louisville, Ky., dealt with prog- 
ress in development of small 
dimension and furniture prod- 
ucts. 

Carl Rasmussen of the West- 
ern Pine Association, Portland, 
Ore., spoke on “New Horizons 
Through Wood Research.” 
Chester B. Stem, of Chester B. 
Stem, Inc., New Albany, Ind., 
presented a talk for Luther O. 
Griffith, Griffith Lumber Co., 
Huntington, W. Va., on chem- 
istry’s role in wood products. 
Omar Hilton, Vice President, 
Bradley Lumber Co., Warren, 
Ark., spoke on research in hard- 
wood products. 
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Classified 
Advertising 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 
Terms — Cash With Order 
Minimum Charge §2.00 
Rates: 
1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
inimum charge of 45c¢ per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 

26 Times —7c per word for each insertion. 
inimum charge of 35c¢ per line. 


For advertisements bearing box number count 
five extra words. There are -approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 

When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN 


& 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 


Help Wanted—Millwork Estimator—must have 
experience taking off and pricing millwork 
and lumber requirements from blue prints, 
Write stating experience and salary desired 
to Box Y-40 American Lumberman, Inc. 








BOOKKEEPER—Part time sales help; pr>fer 
capable ambitious, disabled war vete:an, 
willing to invest in business. Northwest. 
Address Box Y-39, American Lumberman, inc. 


SITUATIONS WANTED 


MILLWORK-DETAILING 


Let a group of experienced millwork deizail- 
ers with 30 years experience, commercial «nd 
residential, do your detailing. Cost reason- 
able. Results guaranteed. Address Box V-71, 
American Lumberman, Inc. 











Wanted—Manager’s job for retail lumber 
yard. Can give recommendations. Only 
Wyoming, Montana, Idaho or Colorado, 
Address Box X-44, American Lumberman, Inc. 





Position as retail yard manager. College 
graduate. Age 29. Married. 8 years ex- 
perience in all phases of retail lumber busi- 
ness, including buying. architectural and 
construction. Can furnish excellent ;ef- 
erences. Address Box Y-27, American Lum- 
berman, Inc. 





HELP WANTED 


Estimator—Biller 
Familiar with residential millwork. Must be 
experienced in take off, pricing or billing. 
See or write: 
Mr. Dodds, Edward Hines Lumber Co. 
2431 S. Wolcott Ave. 
Chicago 8, Illinois 
CLiffside 4-6600 








MILLWORK ESTIMATOR—must be experienced 
in taking off and pricing millwork require- 
ments from blueprints for company located 
in Illinois. Write stating age, experience 
and salary desired. Address Box Y-2I, 
American Lumberman, Inc. 





EXECUTIVES—ARE YOU CONTEMPLATING 
A CHANGE? Then why trust to luck in lo- 
cating your new position? Let us tell you 
about our service which is an economical, 
effective and confidential method of opening 
the door of opportunity with the right em- 
ployer. We can help you locally or at distant 
points. Full details without obligation. HINES 
EXECUTIVE SERVICE, 5355 W. North Ave., 
Chicago 39, Illinois. 





Position open for aggressive young man with 
estimating, sales, advertising, and merchan- 
dising experience. Yard located in Central 
Michigan, good opportunity for advancement 
with growing concern. State experience and 
salary expected. References required. Ad- 
dress Box X-41, American Lumberman, Inc. 





“Millwork Estimator’’ with cost book A 
experience to list and price special and 
stock millwork from blue prints, wanted by 
a substantial firm in Memphis, Tennessee. 
Permanent job. air conditioned offices, a 
growing city, hospitable people, where the 
cost of living is reasonable. Address Box Y-22, 
American Lumberman, Inc. 





Salesmen calling on lumber yards to sell 
complete quality line of unpainted furniture 
from manufacturer, New York, New Jersey, 
Connecticut, Massachusetts, Pennsylvania. 
Address Box Y-23, American Lumberman, Inc. 


RETAIL LUMBER OFFICE SALESMAN 
Old established Florida concern wants to 
employ Estimator and Office Salesman ex- 
erienced in Retail Lumber and Building 
aterials. Send complete information first 
letter. Address Box Y-24, American Lum- 
berman, Inc. 








Wanted: Experienced moulder operator. Must 
be familiar with sash and door business. 
Must be able to grind own knives and set 
up machine. Steady year round job for 
right man. Top wages. Give age and ex- 
perience in application. Carr & Johnston 
Co., Peoria, Ill. 





Wanted: Millwork estimator capable of taking 
off quantities and pricing millwork from 
plans and specifications. Kindly give us age, 
stating experience and salary desired. Plant 
located 1 miles from Chicago. Address 
Box Y-25, American Lumberman, Inc. 


Lumber Inspector, wide experience, grades, 
manufacture and mg West Coast 
Species. Furniture. Some Hardwood. Secks 
buying position with reliable wholesale firm. 
Have some good connections. Address Box 
Y-26, American Lumberman, Inc. 





Experienced lumberman, sales and _ profit 
minded, wants executive position with whole- 
sale lumber company or mill. Capable of 
organizing, selling, purchasing, expediting, 
and collecting. Experienced both wholesale 
and retail operations. 15 years experience 
all phases. Age 33. Married. Available 
60 days. Address Box Y-28, American Lum- 
berman, Inc. 





WANTED 
SALES REPRESENTATIVES 


MANUFACTURERS REPRESENTATIVES 
WANTED 





Representatives Wanted — Manufacturer of 
standard and special hardwood millwork— 
especially oak and maple—looking for sales- 
men with following in the industrial field and 
in lumber yards. Substantial commission— 
protected territory. Address Box Y-29, Amer- 
ican Lumberman, Inc. 





Wanted—Manufacturers Representatives now 
selling to retail lumber yards to sell our line 
of corner China Cabinets. Write Harris Prod- 
ucts, Inc., Amherst. N. H. 





Large nationally known lumber corporation 
shipping all species Western, Eastern, South- 
ern lumber has om | opportunity in 
various territories for high-type manufac- 
turers’ representatives calling on lumber 
ards and large industrials. Address Box 
-43, American Lumberman, Inc. 


BUSINESS OPPORTUNITIES 


CANADIAN REPRESENTATIVE 


with many years experience in wholesale, 
export, manufacturing, etc., hardwoods, soit- 
woods, desires contact progressive whole- 
salers, with the view of developing a_sub- 
stantial trade. Willing participate with in- 
vestment. Offices available. Address Box 
Y-30, American Lumberman, Inc. 











LUMBER YARD 


Have $20,000 stock and $10,000 worth of 
buildings on_ Illinois Central and _Illincis 
Terminal Railroads and also on_ outlying 
boulevard street. Two years old. Will tun 
over three-fourths of net profit to you as 
our salary. No investment required. This 
is a small business that must be built up 
from scratch but is associated with lon«- 
time established prosperous real estate and 
contracting company. Address Box Y-s', 
American Lumberman, Inc. 


- 





FOR RETAIL-BUILDING YARDS 
IN CHICAGO AREA 


If you need financial help from an exper'- 
enced lumberman in buying and maintain- 
ing an inventory, write Box Y-32, American 
Lumberman, Inc. 
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